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SAVINGS-LOAN CONVENTION: A big point was credit restriction (See page 31) 


This Month: 


ANSWERING THE PERSONNEL PROBLEM by Arthur T. Roth 
SAVINGS AND HOME FINANCING by The Editors 


CASE REPORT OF A BOOKKEEPING OPERATION by 6G. Gordon Small 
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but don’t forget the old 


As always, the new year will be greeted with rejoicing and 
with bright new hope. But congratulations and words of 
praise are in order for old 1955, too—especially for the 
accomplishments made during this 80th anniversary year of 
the American Bankers Association. 
Through support of vital government fiscal programs as well 
as financial assistance to both industry and individuals, the 
American banker has completed another year of outstanding 
service to community and nation. His diligence and foresight 


4 have contributed immeasurably to the ever-increasing strength 
pies and unparalleled prosperity of America today. 


So while we look forward to the good things the future promises 
..-let’s not forget the many achievements of the past. 
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The Red Carpet 


Sirs: To celebrate our 100th anniver- 
sary, our bank is literally rolling out the 
red carpet. It is 12 feet wide and has the 
figure “100” emblazoned in large white 
numerals on both sides. 

The red carpet also is part of Pres- 








ident Ellsworth Moser’s invitation to 
customers to help the bank inaugurate 
the beginning of its second hundred years 
of service to the midwest, beginning in 
1956. It will remain in place for several 
special anniversary events that are being 
planned. 

Omaha City, Nebraska Territory, at 
the time of the founding of the bank in 
1856, was a hamlet consisting of one 
two-story brick building and a scatter- 
ing of log and clapboard houses along 
two dirt roads. The bank that was started 
then by a Mississippi River land mer- 
chant has grown to an institution of 234 
employees and resources in excess of 
$100-million. 

JAMES A. ZIMMERMAN, Asst. Cashier, 

The United States National Bank, 

Omaha 1, Nebraska 
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A Little Recognition 

Stirs: After a customer is granted a 
mortgage loan by a bank, his name is 
automatically placed on a ledger sheet 
and he begins to get the regular mort- 
gage and interest bills in a kind of cut- 
and-dried fashion. 

Now, buying a house is usually the big- 
gest purchase a man makes in his life- 
time and it certainly deserves a little 
ecognition. So, we have had printed an 
riginal card bearing congratulations 
and best wishes from the president of 
our bank. Sending this takes only a 
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Congratulations and Best Wishes to You 


in your new home ! 


May Health, Happiness, and Good Fortune j 


be your constant visitors, 


Sincerely, 


THE LANCASTER COUNTY NATIONAL BANK 
Lencaster Penmylwane 





























minute, but it creates good-will and a 
feeling of partnership between the mort- 
gagor and his bank. 
HELEN M. BUCKS, Editor, Bank Notes, 
The Lancaster County National Bank, 
Lancaster, Pennsylvania 
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Progress Report 

Sirs: The enclosed “Progress Report” 
is a deviation from our usual statement, 
as well as from those of other banks. 





PRINCETON BANK and TRUST COMPANY 


Presents 
A PROGRESS REPORT 

For the year ended September 30, 1955 
DEPOSITS—Increased 21.1% 

September 30, 1955 

September 30, 1954 

Increase $ 3,355,614. 
LOANS OUTSTANDING—Increased 32.7% 

September 30, 1955 $ 5,166,341. 

September 30, 1954 3,894,497. 

Increase $ 1,271,844. 
TRUST DIVISION 


New accounts opened in our Trust Division have likewise in- 
creased substantially the property entrusted to its care and man - 
agement. Assets held by the Trust Division now have a value in 
excess of $30,000,000.00. 


Again—Our Sincere Thanks... 
To all of our customers — including our many new friends — 
for making this outstanding record possible. 
Your Confidence is our Greatest Asset 
PRINCETON BANK AND TRUST COMPANY 
PRINCEION - NEW JERSEY 


Member Federa! Depot Insurance Corporation and Federal Reserve Syaem 


$19,249,060. 
15,893,446. 








Public response has been so enthusiastic 

that we thought you, and your readers 

too, might be interested in having a copy. 
GRACE V. WHITEMAN, Asst. Sec’y, 
Princeton Bank and Trust Company, 
Princeton, New Jersey 
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Savings Attitudes 

Sirs: Your November issue contained 
an item entitled “Survey  Pinpoints 
Public Savings Attitudes” covering a 
study of some 600 families in Decatur, 
lilinois, by the University of Illinois. 
The item states that about one-third of 
those interviewed considered government 
bonds “best” for return over real estate, 
savines banks, life insurance, and cor- 
porate securities. 

This appears to be a very interesting 
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study of a local situation but we hardly 
believe that it is representative of the 
national picture. Specifically, there are 
no mutual savings banks in _ Illinois, 
whereas, in many parts of the country, 
any reference to “savings banks” would 
be considered by the public to mean 
“mutual savings banks.” 

The popularity of mutual savings 
banks is attested to by the fact that 
they have nearly 21 million savings ac- 
counts. In Massachusetts alone, with a 
total population of 4,954,000, mutual 
savings banks have 3,880,000 savings 
accounts, or 78 for every 100 individuals. 
In New York state, mutual savings bank 
accounts total 10,454,000 out of a popu- 
lation of 15,438,000, or 68 accounts for 
every 100 people. 

JOHN W. SANDSTEDT, Exec. 

National Association 

of Mutual Savings Banks, 

New York 17, New York 


Secretary, 















A GIANT FOR ITS SIZE . . . Shown above, in actual size, is one 
of the Béll Telephone Laboratories’ new silicon rectifiers. 
They are electronic devices which convert alternating cur- 
rent to direct current—an essential step in telephone serv- 
ice, household equipment and in almost every industry. 


Another New Electronic Development from Telephone Research 


IMPORTANT NEW SILICON RECTIFIER, WITH MANY POSSIBILITIES IN TELEPHONY 
AND OTHER FIELDS, IS PRODUCED AT BELL TELEPHONE LABORATORIES 


The new silicon rectifier is an ex- 
ample of how telephone research, 
though primarily for communications, 
brings benefits to many other indus- 
tries and to many people. 

It is a product of original work at 
Bell Laberatories which produced the 
Transistor Cmighty mite of electron- 
ics) and the Bell Solar Battery (first 
device te convert sunlight into sub- 
stantial amounts of electricity). 


The new rectifier is expected to have 
an almost unlimited life span. It is 
much smaller'than tube rectifiers of 
equal performance and it does not re- 
quire the bulky cooling equipment of 
other metallic rectifiers. 

Its small size permits the use of 
miniature units. Yet the new tech- 
niques may also be applied to larger 
sizes and thus provide entirely new 


current and power possibilities. 


BELL TELEPHONE SYSTEM 


In the Bell System the new rectifier 
will supply direct current more eco- 
nomically for telephone calls. It can 
also have important uses in television, 
computers, industrial machines and 
military equipment. 

Many other benefits for telephone 
users and for all the people will con- 
tinue to come from this long-range 
pioneering work in electronics at Bell 
Telephone Laboratories. 
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TRENDS ITN FUNANCE 


Sdll Tighter Credit; 
Consumers Being Hit 


INCREASED COST OF CREDIT 
The surprise action of the Federal 


Reserve Board in increasing its discount PRIME RATE Prerrrtr e 
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rate to 2% per cent, in the face of some 

expectation of a shift to easier money, 

is likely to have repercussions in a num- 
ber of financial areas: 

1. Commercial banks will doubtless 
consider raising their rates on loans to 
business borrowers. However, the dis- 
count rate boost is expected primarily 
to effect the more sensitive short-term 
borrowings such as commercial paper 
and bankers’ acceptances—along with 
Treasury bills. While the rates may go 
up further on some business loans, an- 
other across-the-board increase in the 
prime rate, raised to 3% per cent in 
August, is not prophesied. It is pointed 
out that this would lose business to 
insurance companies and _ encourage 
long-term bond financing. An accompany- 
ing chart indicates how far the upward 
trend for money borrowings has already 
gone during the past year. 

2. The move to ease mortgage money, 
hinted at by some officials in recent 
weeks, may be deferred. 

3. The discount boost is likely to 
accelerate the trend toward higher con- 
sumer credit charges. Even prior to 
the “Fed” action, the higher cost of 
credit generally was beginning to catch 
up with the instalment loan field, for 
the first time in years. 

New York leads. Touching this off 
were the rate boosts announced by The 
First National City Bank of New York, 
the area’s leading consumer lender. It 
notched up its personal loan charge 
from $3.83 to $4.25 a year per $100, 
although this rate includes life insurance 
covering the unpaid balance. The dis- 
count rate on automobile loans and 
other secured loans was raised from 
$3.33 to $3.75. And, First National City 
increased its modernization loan rate 
from $3.50 to $4.25 per $100. 

Other New York City banks, such as 
Chase Manhattan Bank and Manufac- 
turers Trust Company, soon followed 
suit. 

Other cities. The trend is starting to 
show up in other cities, as well. Thus 
Peoples First National Bank of Pitts- 
burgh has raised its rate on new car 
financing from $4 to $4.50, where the 
loan is for 30 months or less; if it’s 
longer, the charge is $5. Previously the 
bank had a flat $4 rate. 

Florida National Bank of Jacksonville 
also reports that $4.50 a $100 is now 
lis lowest auto loan rate, whereas it 
previously would lower the charge to 
$4 for a gilt-edge risk. Other banks, 
such as the First National Bank in St. 
Louis, are reportedly considering in- 
creases, 

Finance companies. Likewise, with 
their own borrowing costs and operating 
expenses higher, the finance companies 
are eyeing rate boosts. Here again, an 


December, 1955 


COMMERCIAL PAPER Prreeemeeteeet tt 


I 
Mans" 0" "5's n"s"s"e"s's"e' 


DISCOUNT RATE F 
BANK ACCEPTANCES 


TREASURY BILLS Parner 











CURRENT RATE 
YEAR AGO [2:25 


s 4 4 way 4 











ie 
2% 3% 














The trend is now extending to instalment loans 


influential leader is taking the initia- 
tive. General Motors Acceptance Cor- 
poration, which has 300 offices and does 
business with some 15,000 dealers, is 
increasing its finance charge on new 
cars from $5.25 to $5.75 per $100. The 
rate change will apply to most areas, 
with the exception being those localities 
where the charge is already in line with 
the new schedule. 

Two other major finance companies, 
C.I.T. Financial Corp. and Commercial 
Credit Company, have indicated that 
they do not plan a flat general increase 
across the country, but will adjust cus- 
tomer rates on a territorial basis as 
conditions permit or justify such action. 
They explain that rates have already 
been raised in some areas. 

Other indications. Independent auto 
sales finance companies have also indi- 
cated that they may soon not only boost 
loan charges but also tighten terms. 

At the annual convention of the 
American Finance Conference held last 
month in Chicago, a general though 
modest increase in instalment credit 
rates to the consumer was forecast by 
A. J. Blasco, president of Interstate 
Securities Co., Kansas City, Missouri. 
“Rates for instalment lending are ap- 
proximately the same now as they were 


in 1939,” he pointed out, “despite 
steadily mounting costs.” 
Capital dilemma. Mr. Blasco also 


noted that lengthening of instalment 
credit terms requires greatly increased 
capital funds on the part of sales 
finance companies and other institutions 
engaged in consumer goods financing. 
He explained: To handle a monthly in- 
stalment credit volume of $10,000, on 
contracts whose average terms are 18 
months, requires available funds of 
$95,000. But, if the average contract 
term is increased to 36 months, the same 
volume would require capital funds of 
$185,000. For each 6 months that aver- 
age terms are lengthened, additional 
funds of $30,000 are needed for each 
$10,000 of monthly volume. 

Most pressing problem. In a survey 
conducted among members of the Amer- 


ican Finance Conference to determine 
their most pressing business problems 
in the year ahead, Mr. Blasco added, 
the top item on virtually every reply was 
to halt the tendency toward further 
liberalization of terms on automobile 
loans. 

The speaker advocated restricting ad- 
vances on cars to 80 or 90 per cent of 
dealers’ wholesale cost, as a means of 
assuring proper purchaser equity. This, 
he said, permits accurate determination 
of equity without distortion by inflated 
trade-in values and _ packed selling 
prices. 


e . so 


Decorator Loan Plan 


Plans for a nationwide consumer time- 
payment plan in the paint and wallpaper 
industry were announced recently by 
Chet Watkins, president of the Retail 
Paint and Wallpaper Distributors of 
America, Ine. The Decorating Credit 
plan, which will get under way imme- 
diately, will have industry-wide support. 

Mr. Watkins explained that the pro- 
gram would be “a revolutionary step” 
for retail dealers and professional decor- 
ating contractors who have traditionally 
operated on a “cash only” basis. The 
nationwide program will include two 
phases. First, assistance to retail dealers 
and contractors in arranging financing 
for their customers and, second, promo- 
tion of the advantages of time-payment 
buying to American homeowners. Both 
decorating products and decorating serv- 
ices will be available on instalment credit 
under the plan. 

Triple sponsorship. The basic Decorat- 
ing Credit plan was developed through 
cooperation of the three major segments 
of the decorating industry—the manu- 
facturers, retail dealers, and contractors. 
The Retail Paint and Wallpaper Dis- 
tributors of America, Inc., the National 
Paint, Varnish, and Lacquer Association, 
and the Painting and Decorating Con- 
tractors of America—trade associations 
representing these three groups—have 


3 








AR-IZ-ONA 


5 here I come!! 


SY lj cag, S 






Soon as Santa’s through 
he heads for sunshine, 
rest and downright relax- 
ation. 


Why don’t you join the trek? 


We'll be glad to see you 
... Arizona will be glad 
to have you... you’ll be 
glad you came! 
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endorsed and will jointly sponsor the new 
program. 

Local arrangements. Mr. Watkins ex- 
plained that the Decorating Credit plan 
is based on local financing arrangements 
for every dealer and contractor. He pre- 
dicted that the plan would be in effect 
from coast to coast by early Spring, 
the most active decorating season. 
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Loan to Airline Firm Has 
Unique Repayment Terms 
A unique deferred repayment pro- 
vision was contained in the $90 million 
loan agreement reached recently between 
the Equitable Life Assurance Society and 
the Eastern Air Lines company. The loan 
was made to Eastern at a 3% per cent 
rate, and to help the airline finance its 
$350 million expansion into jet power. 
Under the repayment terms, the loan 
will not require any payments on the 
principal during the first ten years, or 
until 1966. Then, repayment is extended 
by means of semi-annual instalments 
over the next 10 years, or until December 
16, 1975. The airline can elect to make 
earlier payments if it wishes to do so. 
“An important benefit in the plan,” 
said Captain Eddie Rickenbacker, East- 
ern’s chairman, “is that the company has 
a period of at least five years during 
which income from the greatly expanded 
fleet will be available, with other ac- 
cumulated cash and depreciation re- 
serves, to insure our ability to take full 
advantage of any improvements in equip- 
ment or other aids by which our services 
can be further and profitably improved.” 
Captain Rickenbacker also declared 
that that the financing plan was an ab- 
rupt departure from previous airline fi- 
nancing practice and might well set a 
pattern for other airlines in their search 
for new capital to finance jet-prop and 
straight jet aircraft purchases. 
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Netherlands Bank Issues 
**Deposit Bond”’ 


A new type of account, akin to the 
certificate of deposit offered by U.S. 
banks but with much longer maturity, 
has been introduced by Amsterdamsche 
Bank in Holland. It is in the form of a 
“deposit bond” bearing 3 per cent in- 


| terest and maturing in seven years. 


The purpose of this distinct innova- 
tion in Netherlands commercial banking 
is to raise funds that can be loaned at 
somewhat longer maturities than usual. 
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The Trend Toward 
Revenue Bond Financing 


The increasing importance of revenue 
obligations in state and local government 
financing is demonstrated by two facts: 
First, commercial banks are seeking 
authority to underwrite these issues (and 
nonbank dealers are, of course, opposed). 
Second, toll road financing has received 
widespread attention and toll road bonds 
have even achieved the dubious honor of 
having attracted a speculative following 


—something uncommon in this field of 
high-grade credits. The rapidly growing 
importance of revenue financing is shown 
by the small but steeply rising curve in 
the lower right-hand corner of the ac- 
companying chart. 

Several reasons account for this de- 
velopment. Some governmental projects 
are such that taxpayers feel that they 
should not be a burden on the general 
credit of the community. Debt limits in 
some areas have forced communities to 
put new capital expenditures on a reve- 
nue basis. And finally, the capital mar- 
kets have come to accept these obligations 
with more favor. . 

Other debt grows, too. The growth of 
this alternative has been important to the 
extent it has preserved the high credit 
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Revenue bonds in perspective 


standing of general-credit full-faith obli- 
gations. This form of borrowing has also 
been increasing rapidly, as is shown in 
the upper section of the aforementioned 
chart. The gross debt of state and local 
governments has expanded by more than 
two and one-half times in the postwar 
period; net debt by almost as much. 

A comparison of gross and net debt 
itself reveals some interesting develop- 
ments. In the 1920’s before serial-type 
issues became almost universal, state 
and local governments made frequent use 
of sinking funds as debt offsets. When 
practicable, governmental units bought 
their own obligations for such sinking 
funds. In such cases, and indeed when- 
ever such offsets were created, the net 
debt became the significant test of in- 
debtedness. 

Applied to revenue bonds. Now that 
borrowing is more often in serial form 
it might be expected that sinking funds 
would have shrunk in importance; that 
the net and gross debt would tend to 
converge. But as the chart shows, this 
has not been the case. And although the 
published figures do not prove this con- 
tention, it is a good guess that state and 
local government financial officials in 
charge of revenue financing have em- 
phasized the use of sinking funds in 
maintaining the credit standing and mar- 
ketability of revenue obligations. 

Used in this way, a sinking fund can 
be quite effective. Many of the revenue 
obligations are issued as term bonds with 
some kind of call provision rather than 
in serial form. If a revenue-financed 
authority such as the manager of a toll 
road has receipts in excess of current 
debt service requirements, he may exer- 
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ere is goodwill in the hearts of men 

tmas. There’s a warm welcome for the neighbor 

BE deep desire for friendship between nations—a 

nation to achieve lasting peace. »« Clouds scud 

long. the horizon, sometimes building up to frightening 

ni jerheads. Angry voices thunder without reason—and 
hreats, like lightning, break and crash over the people’s 
heads. »« Yet the eternal stars are there—stars of Hope, 
- of Faith, of Love—now dimmed or hidden by the clouds 
now breaking through with a clarity-and brilliance and 
rength that will not be denied. »« May these stars 

be seen and followed by the wise men of all nations. 
May they light the path to peace. 

That is the Christmas prayer of the people. 


CHRISTMAS 1955 e BANKERS TRUST COMPANY, NEW YORK 


Once more we reprint this now familiar prayer of ours, exactly as it was written eight years ago. 





cise available call provisions. But if re- 
ceipts outrun even this amount—and in 
several of the successful projects this 
has been the case—then the funds can be 
used to make outright market purchases. 

Popular policy. And this has been hap- 
pening on a large scale; state and local 
governments and their authorities have 
often been the chief purchasers of their 
own securities in the secondary market. 
Investors like this because it provides an 
active market for their holdings; invest- 
ment bankers like it because it improves 
the tone of the market; the subsequent 
financings of authorities that have been 
active buyers of their own obligations 
often carry unusually favorable terms. 


But use of toll roads as an illustration 
of revenue obligations tends to exagger- 
ate the importance of this type of revenue 
financing. Toll road bonds probably are 
not much more than a third of the total 
of revenue obligations outstanding. Im- 
portant but less publicized projects 
financed by revenue obligations include: 
water and sewer systems, off-street park- 
ing facilities, publically owned utilities, 
college dormatories, and many other proj- 
ects that have self-liquidating charac- 
teristics. 

Proportionate use. As a matter of fact, 
the importance of toll roads in state and 
local government capital expenditures 
tends to be over-stressed. As shown in 














THE BANK OF CALIFORNIA 


to banking and business 
on the West Coast 


Your account with any one of our offices 
in California, Oregon and Washington 
opens to you the closely integrated service 
of all offices of this tri-state Bank. 





SAN FRANCISCO « BERKELEY « MARTINEZ « MILLBRAE « OAKLAND 


PORTLAND « SEATTLE « TACOMA 


Member F. D.I. C. 





CAPITAL EXPENDITURES IN 1954 


BY STATE @ LOCAL GOVERNMENTS 
Total = 9.2 billion dollars 





EDUCATION 














WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank 


40 Water Street, Boston 


To Do 





Member Federal Deposit Insurance Corporation 


6 























Revenue bonds partly applicable 


the chart illustrated above, toll roads 
accounted for only about 6 per cent of 
such expenditures in 1954. This is a large 
amount but still less than several other 
types of expenditures that adapt them- 
selves to revenue financing. Furthermore, 
not all toll road issues are based solely on 
the credit provided by their own earning 
power. For example, part of the bonds 
used to finance the New York State 
Thruway were guaranteed by the State. 

As this chart shows, quite a fair pro- 
portion of the important capital expendi- 
tures of states and local governments 
are adaptable to revenue financing. But 
many are not: education and “welfare” 
expenditures fall in this category. And 
free roads are certain to continue im- 
portant. Everything considered, it is not 
at all unlikely but that revenue financing 
may very well stabilize at about its pres- 
ent level; at about a third to two-fifths 
of the current tax-exempt offerings. 
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Market Break’s Effect 

on a Common Trust Fund 
How did the Bank Fiduciary Fund, 

recently established common investment 

pool for smaller trust departments in 

New York State, weather the stock mar- 


| ket break this Fall? 


The Fund reports that it not only 
weathered the downturn, but as of the 
end of October was actually some two 
points above its original $100 per 
share valuation when the program was 
launched six months ago. At worst, on 
October 10, the fund’s portfolio market 
vaiue was only about $7,000 below the 
$2,366,000 book value of the securities, 


| or a decline of around 3/10 of 1 per 


cent. 

The purpose of the fund is to give 
smaller trust departments, of members 
of the New York State Bankers Associ- 
ation, the advantage of common trust 
funds which they are not large enough 
to set up for themselves. Close to the 
35 per cent legal limit is kept invested 
in common stocks, with the balance 
being in U.S. Government securities, 


| corporate bonds, and cash. 


Burroughs Clearing House 


St ae Se, 
EE te bf 9 NCO 





- — 
ee me oe 


ORAS 








op EDEL EEE 1 pee 





Se MOPAR 








The first-half dividend of $1.51 a 
share suggests an annual return of 
better than 3 per cent a year. 

The Bank Fiduciary Fund now has 
total assets of $2,750,000, with 31 par- 
ticipating banks. A number of other 
states have expressed an interest in the 
project. 
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Finance Company. Bank 
Participations 


A number of suggestions on how a 
finance company and a bank can go about 
participating in a loan were made re- 
cently by Robert I. Livingston, vice-pres- 
ident of Walter E. Heller & Company, 
Chicago, to delegates of the commercial 
finance industry’s annual convention in 
New York City. 

Mr. Livingston told the delegates that 
his subject, “Bank Participation with 
Commercial Finance Companies,” was 
one that he had been assured was never 
before discussed at one of the industry’s 
conventions. “I am sure,” he added, “that 
the matter is of interest to all of us, 
and its previous suppression is to me 
what the King of Siam called a ‘puzzle- 
ment.’ ” 

Underlying agreements. Although the 
loan agreement with the borrower may 
be a _three-party arrangement, Mr. 
Livingston said, he felt the more logical 
and flexible arrangement is for the loan 
agreement to be between the borrower 
and the finance company only. “The 
bank’s interest in the transaction can 
be evidenced by participation certificates 
or other instruments of assignment 
issued by the finance company,” he said. 

He continued by saying that in any 
event, the respective rights and obliga- 
tions of the co-lenders should be set forth 
in an agreement between them. “In addi- 
tion to spelling out the details of pro- 
cedure involving the basic functions of 
pay-out, collections, sharing of interest 
charges and the like,” he said, “‘the par- 
ticipation agreement should give the 
finance company full latitude in servicing 
the account, and should exonerate it from 
liability for any errors of judgment or 
other mishaps, except, of course, those 
involving a lack of good faith.” 

Tenure of agreement. Perhaps the 
most difficult thing about a participating 
agreement, Mr. Livingston declared, is to 
determine how long the agreement is to 
continue. He said that he thought the 
best, if by no means the perfect solution 
to the problem, is to give the finance 
company the exclusive jurisdiction over 
the making and ealling of loans; but to 
give the bank the right at any time to 
notify the finance company that it would 
participate in no further advances. 

“If the finance company is so notified,” 
Mr. Livingston said, “it should have the 
yption either to call demand notes for 
ayment and proceed to liquidate the 
ollateral if the demand is not met, or 
to purchase the bank’s position and carry 
m alone.” 

Proportion of interests. On the matter 
‘f the proportion between the participat- 
ng interests of the bank and those of 
he finance company, Mr. Livingston said 
hat obviously these interests need not 
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We reopened just 36 hours 
after the fire— 


Our Hartford Agent made every minute count! 
(Based on Company File #H54-25820) 


Last-minute Saturday shoppers ran 
for the street when fire broke out in 
our store. 

We turned in an alarm at once. 
But by the time the fire was under 
control, our one-story building was 
badly damaged. 

My partner meanwhile had called 
our Hartford Agent. He said not to 
worry. The Agent got hold of the 
local adjuster and the two of them 
were on the scene within an hour. 


No lost time here. No lost motion. 


Sizing up the situation, they 
authorized immediate repairs. They 
located contractors who could begin 
work that night. And both agent 
and adjuster spent all day Sunday 
on the premises. Under their watch- 
ful eyes, the work moved right 
along. 

Thanks to this splendid help, we 
were able to reopen Monday morn- 
ing. “Business as usual” — just 36 
hours after the fire! 


There are situations. of course, that take longer than 36 hours to 
straighten out. But prompt service is always a Hartford objective. 


A good point to keep in mind! P 


articularly when one of your 


banking customers seeks advice. For dependable protection 
—combined always with the Hartford type of time-saving. 


useful service—suggest a call to your local Hartford Agent. 
Or Hart/ord coverage obtained through an 


insurance broker. 


Year in and year out you'll do well with the 


Hartford 


Hartford Fire Insurance Company 





Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey... Hartford 15, Connecticut 
Northwestern Fire & Marine Insurance Company 

Twin City Fire Insurance Company... Minneapolis 2, Minnesota 
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for favorable. 
utilities services 


Business and industry com- 
ing to the Pittsburgh area 
are assured of abundant utility 
services of ail kinds. For 
example: 

Increased electric power 
since 1946—939,325 kw. 

Increased natural gas stor- 
age capacity, 66 billion cu. ft. 
since 1946. 

Added communication serv- 
ices: $101 million in new 
lines, switchboards and_ other 
facilities. 


to 
ppt it 


for all your Pittsburgh 
correspondent needs 


Peoples First National offers 
more than 20 correspondent 
services designed to suit the 
needs of banks with interests 
in the Pittsburgh area. 

If you are thinking of a 
Pittsburgh correspondent, we 
will be glad to discuss your 
requirements. 
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PEOPLES 
FIRST 


PEOPLES FIRST 
NATIONAL 
BANK & TRUST COMPANY 
Correspondent Bank Department 
Pittsburgh 30, Pa. 





Member Federal Deposit Insurance Corp. 








be equal and can be of any proportions, 
according to the circumstances of a par- 
ticular case. Obviously, too, he said, the 
larger the bank’s proportionate share, 
the lower the combined rate can be. 
However, he added, the amount of work 
the finance company must do in relation 
to its investment follows the same pro- 
portions. 

Maximum credit line. Mr. Livingston 
stated that the finance companies tend to 
be more flexible about lines of credit 
than the banks can be under their inter- 
nal and external regulations. “If a finance 
company is adequately secured,” he con- 
tinued, “it will usually and within reason 
go along with an expanding business be- 
yond the limits originally contemplated. 
Some of us may not even insert maximum 
line provisions in our financing agree- 
ments; but when a bank is involved, the 
line of credit must be treated with 
respect.” 

The participation agreement, Mr. 
Livingston emphasized, will surely place 
a limit on the bank’s obligation to par- 
ticipate and this limitation should be 
fully understood by the borrower. More- 
over, he added, it is also a good idea 
to make specific provisions for the han- 
dling of excess loans by the finance com- 
pany for its own account, and the ques- 
tion of rate becomes pertinent if that 
provision is utilized. 
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Bank Earnings, Dividends 


Bank earnings for 1955 are expected 
to climb from 7 per cent to 10 per cent 
above 1954, and nearly 53.7 per cent of 
these funds will be paid out in dividends. 
These predictions, as well as many other 
findings that enable a comparison of the 
progress of some 33 larger banks, one 


| with the other, are contained in a Bank 


Stock Index analysis recently released 
by the R. L. Day and Company, New 
York City and Boston. 

Significantly, the study notes that over 
a 10-year span (from 1946 through June 
30, 1955) deposits have shown a 26.5 
per cent gain, while earnings are up by 
46.6 per cent. The latter is an important 
factor in the 45 per cent rise in bank 
stock prices during the past three years. 

Doubled Value. Comparison of the 
bank stock index with the Dow-Jones In- 
dustrial Average shows that on March 
11, 1955, both indices were up 198 per 
cent over the 1939 base period. However, 
since that time the bank stocks have 
fluctuated less than the industrials, hav- 
ing risen at a lower pace in the advance 
and showing less decline in the recent 
market sell off. 

In general, the study shows that bank 


portfolios are sound and that capital in 
| relation to deposits is at the best level 


in over a decade. The company pointed 
out that for 27 of the banks listed in the 


| Index, on which the Day Company had 
| estimated earnings for 1955, the dividend 


payouts since the end of 1946 had in- 


| creased only 8.5 per cent, while the ratio 


of capital to deposits, exclusive of the 


| bad debt reserve, had been improved 


13.6 per cent. 
The analysis sheets covering the 33 
banks for the period 1946-1955 pinpoint: 


value and potential of each bank’s stock; 
earnings per share in 1954 and estimates 
for 1955; market price of each stock; 
percentage yield; price to earnings ratio; 
percentage gain in deposits; and per- 
centage gain in earnings per share. 
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Santa Claus “*Weights”’’ 
Banking Statistics 


Fifty-one weeks of the year a bank 
job has its sobering problems. But one 
week is a time of general rejoicing: 
when the annual bonus is announced and 
distributed. By custom it comes sometime 
before the Christmas holidays. 

This concentration of extra pay is 
quite evident in the banking statistics. 
As the accompanying chart shows, bank- 
ing salaries move up and down in a kind 
of saw-tooth pattern. The amount dis- 
tributed in the second half of the year 
not only exceeds the preceding first-half 
year, it almost always is higher than in 
the following first-half year even with an 
updraft of salaries. 

Pattern analyzed. This pattern may 
reflect more than just year-end bonuses. 
The figures include such elements as 
profit-sharing distributions and deposits 
in pension trust accounts. But those fa- 
miliar with the problem are of the opin- 
ion that both of these kinds of distribu- 
tions are just as likely to be in the 
first-half as in the second half of the 
year; more so to the extent they depend 
on profit computations made after the 
year end. And annual year-end salary 
adjustments would show up more as a 
bulge in the first half than in the second 
half. In other words, the second-half 
excess is probably largely made up of 
bonuses. 

By some rough estimating an average 
amount for such bonuses can be com- 
puted. If the annual salary rate is con- 
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Influence of year-end bonuses 


verted to a “smoothed” series and ad- 
justed for the number employed, the 
second-half excess is an approximate 
measure of the size of the bonuses. This 
is shown in the bottom part of the chart 
in terms of weeks-pay equivalents. 
Linked with profits. The bars on the 
chart suggest that there has been some 
tendency, though none too regular a one, 
for the sizes of bonuses to increase rela- 
tively. And it is quite clear that the years 
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Ir Your Bank does not handle accounts receivable financing, 
ComMMERCIAL CREpIT can help your customers who need more 
funds than are justified under their banking lines of credit. 
CoMMERCIAL CREDIT’s accounts receivable financing functions 
quickly and smoothly, and does not interfere with your bank- 


ing services to these customers. 


~Recetvable 


Any CoMMERCIAL CREDIT CoRPORATION divisional office listed 
below will be glad to furnish information to you or your 


customers. 


Ba.timoreE 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
Los ANGELEs 14—722 S. Spring St. New York 17—100 E. 42nd St. 
San Francisco 6—112 Pine St. 


Financing 


A Service Available Through Subsidiaries of 


COMMERCIAL CrEDIT COMPANY 
Capital and Surplus Over $175,000,000 





of good banking profits have also been 
ones of better bonuses; for example, 1953. 
On this basis the current prospects for 
holiday largesse are unusually good. 
High hopes for a merry Christmas! 
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Rail Financing Venture 
in Miniature 


The gay little trolley car pictured at 
right may not look like collateral to most 
bankers, but it did to the Oakland Bank 
of Commerce in Oakland, California. 

When Jack Francis, a former Oakland 
policeman whose hobby is woodworking, 
came to the bank with an idea and de- 
signs for the gas-powered “ride” for 
youngsters, bank officers were—at first 
—a bit skeptical. But, when the Oakland 
Park Department volunteered space in 
the nationally famous “Fairyland” park, 
President Carrel Weaver and the bank’s 
loan committee agreed that not only did 
the venture have good business possibil- 
ities but it was also a good civic project 
to “back.” 

So, with the help of funds secured 
from the bank’s loan, Mr. Francis built 
the cars, laid 3,100 feet of track in the 
park, added an old-fashioned station, and 
set up business. 

That was in July of this year. Since 
then clamoring small-fry (and adults, 
too) have put Mr. Francis into big busi- 
ness. Not only is he a success in his own 
town, but he has had requests from cities 

















Seasonal bank risk is proving to be a happy success 


all over the nation to set up similar 
trolley-cars in other parks. He has a pa- 
tent pending on his creation. 

Bank lauded. Mr. Francis himself 
credits the Oakland Bank of Commerce 
for his success: “They had faith in me,” 
he declares. He also was aided, he says, 
by the bank’s co-manager of contract 
loans, W. M. Gorman, who helped set up 
the corporation and advised on financial 
arrangements. 

Civically speaking, the venture has 
brought recognition of a personal kind 
to the bank. For example, Oakland’s park 
director William Penn Mott says: “It’s 
a fine thing when a bank can invest in 
youngsters’ happiness.” 











Australia 


from 
a business 
point of view 


This 
contemplating 


booklet will assist anyone 
establishing a 
business in Australia, whether it 
is a small retail business or a 


large manufacturing’ company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 


would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
John W. McEwan, Manager 
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President Weaver feels the venture 
was mutually satisfactory and affirmed 
that a local, independent bank should do 
everything possible to encourage civic 
projects. It was, however, a risk. For it 
was an untried venture, a seasonal opera- 
tion, and the equipment was of dubious 
value in case of foreclosure. 

Secured loan. The business is set up 
under the firm name, “Jolly Trolly Enter- 
prises, Inc.” The bank has a chattel 
mortgage in the amount of $9,211.75 on 
cars, station, track and equipment. Pay- 
ments are payable on a seasonal basis. 
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Central Mortgage Bank 


A new governmental Central Mort- 
gage Bank, with full mortgage discount 
privileges and the ability to issue deben- 
ture notes against its own portfolio of 
mortgages, was recently proposed by 
Thomas F. Coogan, president of Hous- 
ing Securities, Inc., New York City. The 
central authority, he added, could be a 
reconstituted F.N.M.A., operated by a 
six or 12 man rotating advisory board 
that would work with Federal Housing 
Administration, Veterans Administration 
and Treasury department officials in 
effecting needed reforms. 

Mr. Coogan pointed out that such an 
authority, backed by a strong housing 
agency, could ward off unjustified at- 
tacks and political pressure, could oper- 
ate in close touch with the housing mar- 
ket and provide for an even flow of 
money, and could curb excesses and avoid 
slumps in housing production. 

Recent restrictions imposed by the 
Home Loan Bank, F.H.A. and V.A. have 
already stymied output of low rent hous- 
ing and co-operatives so essential to 2 
well-rounded economy, he noted; and 
until such financing has been solved, The 
Urban Redevelopment Program, the 
elimination of slums and all the well in- 
tentioned plans such as ACTION will 
be completely impotent. 

Warehousing loan. The same curbs, 
Mr. Coogan continued, have also hit 
mortgage warehousing loans, which have 
come to be appreciated as good security 
and prime collateral to bank officers and 
become an accepted part of building 
operations. “Warehousing,” he said, 
“makes it possible for the builder and 
mortgagee to have the same financing 
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devices that are available to the farmer 
for his crops; to the manufacturer for 
his inventory and to distributors for 
their products.” 

Therefore, he added, before the situa- 
tion becomes drastic, the Federal Re- 
serve Board should immediately and 
publicly recognize warehousing, or col- 
lateral loans on mortgages, as a normal 
function of commercial banking. If the 
board wishes to exercise some control, he 
stated, there would be no objection, but 
complete cutoff is something “neither this 
industry nor any industry can stand.” 

“The large banks actively engaged in 
mortgage warehousing,” he concluded, 
“met the situation during the two pre- 
vious unsettled periods of 1951 and 1953 
by increasing their fees and margin re- 
quirements, effectively curtailing an 
over-use of the warehousing. We believe 
that the banks now engaged in this oper- 
ation have adequate experience and 
knowledge so as to adjust their policy to 
meet new situations.” 
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Long-Term Outlook 
For Interest Rates 


Despite current trends, the growing 
belief that we are in the midst of a 
long-term rising trend in interest rates 
has been challenged by Dr. Roy L. 
Reierson, vice-president and economist 
of Bankers Trust Company, New York 
City. He anticipates instead that in the 


decade ahead, long-term interest rates 
will fluctuate around recent levels. 

Dr. Reierson points out that “there is 
no conclusive evidence of a strong and 
sustained upward movement of long- 
term interest rates in the current period. 
Much of the rise in interest rates in 
the past 10 years has been due to the 
termination of credit policies carried 
over from the war; in recent years, long- 
term rates seem to have fluctuated 
around a level trend. Indeed, bond yields 
today are generally lowér than they 
were in the early part of 1953, even 
though economic indices are at higher 
levels and demands for investment funds 
have increased sharply.” 

Large requirements for investment 
funds loom in the decade ahead, Dr. 
Reierson acknowledges, as a result of 
increased technology, new products, new 
sources of energy, rapid population 
growth and consequent need for housing 
and public facilities. 

In an expanding economy, however, 
both personal incomes and savings will 
increase, so that the volume of funds 
seeking investment will also continue to 
grow. 

Dr. Reierson concludes that “it is 
conceivable that an approximate balance 
between investment demand and the 
supply of investment funds may be 
achieved near recent levels of interest 
rates. In that event, long-term interest 
rates might be expected to fluctuate 
cyclically, with yields on high grade 
corporate bonds, for example, ranging 


between a low near 3 per cent and a 
high around 3% per cent.” 

In the current rise, “present prospects 
still point to continued firmness in in- 
terest rates until there is evidence of 
some easing in business,” Dr. Reierson 
states. “Should the recovery display 
continued vigor, long-term rates might 
well rise moderately above the levels 
of a few weeks ago.”’ However, Dr. 
Reierson guesses that we have already 
experienced the greater part of the rise 
in interest rates for this cyclical upturn 
in business. 
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Monthly Investors Buy 
S24 Million in Shares 


Since the Monthly Investment Plan of 
stock purchases was first started two 
years ago next month by the New York 
Stock Exchange, 36,350 plans are still 
in force with an investment of some $24 
million in 633,000 shares of stock. Since 
the first of this year the plans have in- 
creased by 100 daily, and if present pro- 
grams are completed, the total invest- 
ment will amount to $91 million. 

These statistics are contained in a 
feature piece on the progress of the 
M.I.P. included as a part of a merchan- 
dising kit recently released by Keith 
Funston, president of the Exchange. The 
report is interestingly illustrated by Don 
Herold, noted homespun philosopher and 
cartoonist. 





Known as a bankers’ bank.... 


for over three-quarters of a century, because of the 


quick, efficient service it has performed for other banks all 


over the world. As a correspondent bank, Anglo offers every service to fit 


your needs. Centrally located to the entire West Coast, Anglo is in close touch with 


ANGLO 


developments throughout this thriving region. Our 24-hour transit service 


is at your disposal, and our special correspondent-banking 


CALIFORNIA NATIONAL 


BANK 
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organization assures rapid completion of all assignments. 


You'll like the way Anglo does business. 


HEAD OFFICE: | Sansome Street, San Francisco 


Member Federal Deposit Insurance Corporation 
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your American bank abproac.... 


Wherever you go—wherever you or your customers do 
business—you'll find Bank of America’s global credit, col- 
lection, and payment facilities there to assist you. With 
overseas branches, traveling representatives, and correspon- 
dent connections in every part of the world, there’s no job 
too small, too large, or too involved for us to tackle. For 
information, wire or write Bank of America, 300 Mont- 
gomery Street, San Francisco, or 660 South Spring Street, 


Los Angeles. Attention: International Banking Department. 





Dank of America 


NATIONAL fRYSTA82 ASSOCIATION f 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


BANK OF AMERICA (INTERNATIONAL), New York * Duesseldorf * Singapore « Paris 
a wholly owned subsidiary 


OVERSEAS BRANCHES: London * Manila * Tokyo * Yokohama * Kobe * Osaka * Bangkok * Guam 





REPRESENTATIVES: New York * Mexico City * Milan * Paris * Zurich * New Delhi * Havana 





12 Burroughs Clearing House 
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Christmas Club Savings 
Reach All-Time High 


Early this month some 6,600 financial 
organizations were winding up the larg- 
est total distribution of Christmas sav- 
ings according to Christmas Club, a 
Corporation, founded in 1910. This year 
the total of $1,130 million represented an 
increase of 4.6 per cent over 1954, and 
was divided among 12,500,000 Christmas 
Club savers. 

As in past years, New York state led 
with a total membership of 2,493,559 and 
savings of $236,334,189. Pennsylvania 
was second with 1,903,190 members and 
$171,478,524; and New Jersey was third 
with 1,146,514 members and $129,876,- 
622. A total of 154 clubs each reported 
savings in excess of $1 million. 

In announcing the savings figures and 
their effect on the nation’s economy, 
Edward F. Dorset, president of the 
Christmas Club organization said: “Indi- 
vidual security will be increased since 
nearly a third of the total is redeposited 
in permanent savings accounts. Debt will 
be reduced when a substantial slice of the 
$1 billion is used to pay accumulated 
bills. But most of all merchants and de- 
partment stores will feel the boost when 
12% million members start their Christ- 
mas shopping. 

In addition to the three purposes cited 
by Mr. Dorset as to the manner in which 
the savings will be spent, a survey made 
by Christmas Club, a Corporation, showed 
that other ways in which money would 
be spent included: insurance premiums, 
taxes, miscellaneous, mortgage payments, 
education and the purchase of household 
furnishings. 
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Skyscraper Banks 


Towering into the skies above Atlan- 
ta, Georgia, and Houston, Texas, are 
two new skyscraper bank office build- 
ings, each representative of the most 
modern in bank and office building archi- 
tecture and functional design. Elsewhere 
numerous other large-scale bank build- 
ing projects are nearing completion to 
make the modern day building boom by 
banks and other financial organizations 
the greatest in the nation’s history. 

Texas National Bank. The new 21-story 
building of the Texas National Bank & 
Trust Company, Houston, is owned joint- 
ly by the bank and the Continental Oil 
Company and was built at a cost of over 
$19 million. Aluminum facing panels, 
inside which are perlite walls, make up 
the exterior construction. All of the 
move than 1,800 windows swing in a 
36°, degree arc to make possible their 
cleaning on the inside; complete air- 
co: Jitioning, for which there are 1,897 
in ividual thermostat controls, elimi- 
na es opening-shutting of the windows. 
A -iant weather eye and bank sign rest 
ato) the building, which encompasses 
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a total area of 560,000 square feet. 

The bank occupies the lower level and 
the first three surface floors. Escalators 
link the ground floor to the second 
floor main banking room, where the 
ceiling extends to the third floor. The 
bank’s third floor offices are on a bal- 
cony that extends around the lobby on 
three sides. 

Other features include: 34,000 square 
feet of mahogany panelling that came 
from a single tree imported from Africa; 
cold cathode system of indirect lighting; 
metal partitions in many offices rather 
than built-in walls; motor banking in a 
nearby building that is linked to the 
bookkeeping department by television 
cameras; and an air-conditioned tunnel 
that runs under the street to the bank’s 
garage, which can accommodate 528 
cars. 

Fulton National Bank. The new multi- 
million dollar, 25-story bank office build- 
ing of the Fulton National Bank, Atlanta 
Georgia, contains 427,000 square feet, 
or the equivalent of over 12 acres. An 
exterior feature of the new building are 
the neon “Fulton” signs that extend for 
70’ across the top of the building on 
each of the four sides. The letters are 
12’ high and 10’ wide and can be seen 
for many miles day or night. 

The bank occupies five stories, as well 
as the lower levels. The main banking 


room is highlighted by three cast alumi- 
num murals showing the steamboat 
“Clermont,” the old Atlanta city hall 
which once stood on the building’s site, 
and a bust of Robert Fulton. 

The lobby is unobstructed by posts or 
columns and is beautifully paneled in 
striped brown and crotch mahogany with 
matching check desks in the center. The 
new building brings under one roof sev- 
eral of the bank’s major departments 
which had been operating in separate 
buildings. 

Other features include: three drive-in 
teller windows in a recessed area on the 
first floor; three basement floors for 
parking; an air-conditioned safe de- 
posit vault with a capacity of 10,000 
boxes; pneumatic tube system serving 
the five banking floors; five vaults with 
one on every floor where needed; eight 
highspeed elevators and two escalators 
with an hourly capacity of 5,000 people 
in each direction. 

Other large scale projects. Among other 
current large scale building projects 
that have come to the attention of the 
Burroughs Clearing House in recent 
months are those of 5 banks and 3 
Federal Reserve banks. They are: an 
8-story addition to the Federal Reserve 
Bank, Minneapolis; a 6-story addition at 
Cleveland; 10 stories at Pittsburgh; 
a new 25-story office building by The 


These recently completed “giants” loom on Southern skylines 


Fulton National Bank, Atlanta, Ga, 

















Texas National Bank & Trust, Houston 
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Bank of New York; a 26-floor addition 
to the Continental National Bank of 
Fort Worth, Texas; a new multi-million 
dollar, block-wide structure by the First 
National Bank of Minneapolis; an ex- 
pansion program to provide a new 
20,860 sq. ft. lobby and other enlarged 
departments by the Union Bank & Trust 
Company of Los Angeles; and a new 
15-story bank office building by the Na- 
tional Bank of Commerce, San Antonio, 
Texas, 
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College Training 
for Staff Members 


This Fall the First National Bank of 
McKeesport, Pennsylvania, began a new 
three-part college training program 
that includes study on a cooperative 
training basis, study in evening classes, 
and a supplemented American Institute 
of Banking program. (A similar pro- 
gram conducted by The Franklin Na- 
tional Bank of Franklin Square, New 
York, is also described in this issue, 
beginning on page 34.) 

-Under the cooperative training phase 
of the plan, staff members are chosen to 
attend college on the basis of psychologi- 
cal appraisal and prior academic record. 
The selectees then work half-time at the 
bank and attend college classes on a half- 
time basis, working toward a bachelor’s 
degree in a field of study deemed rele- 
vant to banking operations. The bank 
pays all college expenses plus a full sal- 
ary for the position held during the pe- 





Hugh Coughanour, left, and Theona Ploeger, First National, McKeesport, Pa. 


Bank-selected for training, they divide time between work, college 


riod a staff member receives training. 

In the second part of the program, the 
bank pays tuition and incidental -ex- 
penses of those qualified staff members 
who are selected to undertake evening 
courses in bank-related subjects at one 
of the local universities. These college 








The year now drawing to a close has 
been replete with technological 
advances in all fields. Banking, at long 
last, has had a look at a number of new 
electro-mechanical devices designed to 
speed up check processing. Some of 
these wonders are proving themselves 
in field tests. Others, now nearing 
completion, show great promise. Still 
others may find it difficult to live up 
to advance publicity. In any event, a 
pattern has been forming which begins 
to be recognizable and in the year 
ahead the spotlight of critical analysis 
may reveal that which is practicable. 


We who print bank checks have felt 
the impact of this electronic movement, 
but it is no longer shrouded in mystery. 
We now know, within reasonable 
limits, the character of the data which 
we must print on checks, and we know 
that we can print it. We understand 
what will be required of us with respect 





to tolerances, and we have adjusted to 
them. In brief, electronic automation, 
insofar as it affects check printing, can 
be taken in stride. 





In the meantime, we have been 
introducing a little automation of our 
own, but it has been directed toward 
the conventional machinery customarily 
used in our business and is designed 
to improve the quality of the checks 
which each year we sell to more than 
twelve thousand banks. We are ever 
mindful of the fact that the bank check 
is the personal currency of the public 
and, regardless of the processing data 
to be printed on checks in the future, 
we are constantly striving to make them 
better looking today. That is why, for 
the tenth consecutive year, we have 
spent about three times our depreciation 
to keep our equipment up to the 
minute and to insure us the accuracy 
and the capacity to turn out better 
checks for more people. 
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students must maintain a “B” average. 

Under the third phase of the program 
the bank, as in the past, will encourage 
all employees to take the A.I.B. courses 
offered at the local universities, and will 
pay for the cost of the study if the em- 
ployees receive passing grades. In addi- 
tion, however, the bank now will also 
supplement this A.I.B. training with 
other relevant college courses which do 
not duplicate courses in the A.I.B. cur- 
riculum. The cost of this supplementary 
training will be paid by the bank on the 
same basis as the A.I.B. courses. 

In making the announcement recently 
of the First National’s new program, 
William H. Rodd, II, assistant vice-presi- 
dent, said that the plan, in addition to its 


| primary purpose of employee develop- 


ment, has helped the bank considerably 
in community and employee relations. 
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Definite Trend Seen in 
Revolving Credit Plans 


The revolving credit idea introduced as 
the “First Check Credit Account” by the 
First National Bank of Boston earlier 
this year now seems to have developed 
into a definite trend in the country. The 
plan and its variations allows a bank 
customer to write personal checks against 
a special “line of credit”? account which 
the bank has approved, and which the 
customer agrees to pay off in 12 monthly 
instalments. 

One of the first banks in the country 
to pick up the check-credit idea after its 
introduction in Boston was the First Na- 
tional Bank of Minneapolis, Minnesota. 
As in other plans, the First National’s 
“First Check Credit” plan features life 
insurance protection and a joint-account 
option. The details of plans in three other 
large banks—First National of Dallas, 
First National Bank and Trust Com- 
pany of Oklahoma City, and the City 
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National Bank and Trust Company of 
Kansas City, Missouri, were set forth 
in an article in the Burroughs Clearing 
House, September, 1955. 

Plan called boon. The Central Bank 
and Trust Company, Denver, Colorado, 
also recently installed a form of the plan 
under the name of “Check-A-Loan Sys- 
tem.” The new service was inaugurated 
after thorough investigation by Central 
vice-presidents Max G. Brooks and Hal 
E. Roof, who probed similar systems now 
in operation in eastern states. Elwood M. 
Brooks, president of the Central Bank 
and Trust, has called the new plan “a 
boon to people who are good credit risks, 
and who are anxious to establish their 
credit in a dignified manner, with the 
least amount of trouble. 

“Our ‘Check-A-Loan’ plan,” Mr. Brooks 
said, “makes it possible for a family to 
gain a credit line with just one move. 
Instead of applying for credit at a half 
dozen or more stores or retail outlets, 
credit may be made available by just one 
application.” 

Smaller bank use. In announcing his 
bank’s new plan, called ‘‘Line-O-Credit,” 
Lewis S. Armstrong, president, St. Jo- 
seph Valley Bank, Elkhart, Indiana, said 
that he felt the check-credit plan was 
applicable to banks of every size and in 
all localities. Similar plans in recent 
months, he said, were almost exclusively 

in banks larger 





than the St. 
Joseph Valley. 
write Mr. Armstrong 
your also said that 


he saw in the 
program a 


4 Pa aes banking activ- 
Lime Oredit ity that would 
Reapers sssseosnensnnanen sane: _ REATSReEE R= supply a much- 

eheck needed service 
and one that 
would grow 


own 


: anew rapidly. 
personal finance plan Although the 
for major St. Joseph Val- 
famaly expenses ley bank’s plan 


was planned to 
operate _ basi- 
eally through 
the instalment 
loan depart- 
ment, it is so 
set up that any 
bank officer can 
conduct interviews and accept applica- 
tions. An early response to the promotion 
of the “Line-O-Credit” plan indicated 
a tremendous interest throughout the 
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bank’s business area, and the number of | 
applications received was much larger | 


than anticipated. 
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Australian Bank Shows 
Its Equipment in Action 


Sponsors of demonstrations featuring 
bank equipment and systems are often 
gratified at the crowds that attend these 
showings. But few have ever experi- 
enced the response given a recent ex- 
it of the Commonwealth Trading 
ink of Australia. 

Originally, the bank had planned a 
one-night educational affair with hopes 
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for 30 or 40 businessmen attending the 
display. However, three evening shows 
and an afternoon display were needed 
to accommodate the 1,500 persons who 
gathered to view modern machines in 
action at the Brisbane, Queensland, 
office. 

The Australian Institute of Manage- 
ment had suggested the demonstration, 
reasoning that members of accountancy 
societies and various management asso- 
ciations seemed interested in bank opera- 
tions. Commonwealth was only too glad 
to comply, so A.I.M. notified these 
groups as to when the exhibit would be 
held. 

Skilled public speakers from the bank 
staff demonstrated on the stage, with 
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1,500 saw bank equipment in action, Commercial Trading Bank, Brisbane, Australia 


Demonstrations were for benefit of businessmen groups 


appropriate charts, a micro-film unit, 
viewer and a proof machine. Around 
the main banking room were placed coin 
counters, note-weighing machines, add- 
ing machines. ledger-posting equipment, 
letterfolding units, sorting machines, 
envelope sealing and-opening equipment, 
etc. Each of these was “spotlighted’’ and 
explained. Later in the evening, guests 
were allowed to inspect each machine 
and a skilled operator demonstrated its 
use. 

Since most of the guests were in the 
top echelon of business, the event had 
important public relations benefits for 
Commonwealth. Realization of this 


| prompted the bank to extend the service 


to other cities where it operates. 
Meantime, Commonwealth is continu- 
ing to keep abreast of the latest trends 
overseas by sending officers to America, 
England and the Continent. This prac- 
tice has enabled the bank to introduce, 
wherever activity warrants, the latest 
equipment to improve its services. 
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Trend Toward 
Split Rate Plans 


The split rate dividend in vogue some 
50 years ago has been revived by The 
New York Savings Bank in an effort to 
attract new customers and also hold cur- 
rent savings accounts, 

The bank is offering %4 of 1 per cent 
in addition to its regular 2% per cent 
on all savings on deposit for a full year, 


thereby matching the 3 per cent rate of 


| 





many Brooklyn banks. However, the ar- 
rangement prevents a drain of funds 
since the 3 per cent rate does not apply 
to ‘‘demand”’ or put-and-take deposits. 
The differential rate has met with 


| strong support among the majority of 


the state’s savings banks. However, some 
savings institutions have declared it will 
bring poor public relations because the 
plan “penalizes the new depositor.” 
Others argue that when one bank an- 
nounces a 3 per cent dividend, the neigh- 
boring bank has to follow, or lose busi- 
ness. 

Many bankers, however, recall that a 


half-century ago, over 50 per cent of 


the savings banks were on split rates, not 


only two ways, but three ways and four 
ways, too. 

In a recent speech, New York State’s 
Superintendent of Banks, George A. 
Mooney pointed out that the split rate 
facilitates gradual transition to higher 
dividend territory, and also rewards 
genuine savings. Such a policy, he added, 
seems to deserve wider adoption, 

The split rate dividend was part of a 
two-step program suggested by Mr. 
Mooney for helping the savings banks 
manage their surplus ratios during an 
expansion period. He also proposed that 
these banks, in their own advertising, 
work on a system-wide basis to encour- 
age thrift among the population, rather 
than a mere transferral of accounts. 

Superintendent Mooney noted that 
savings banks should give thought to 
a “conserve as you grow” plan to help 
an expanding bank retain more of its 
earnings. The lower the surplus ratio it 
starts out with, he maintained, the high- 
er should be the plow-back to surplus. 

Currently, he added, a rise in the divi- 
dend rate may no longer be a matter for 
quiet family celebration by an institu- 
tion and its depositors, but a declaration 
of war on all the other savings banks 
in the neighborhood. 
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Women Banking Executives 


Women are destined to take an in- 
creasingly important part in banking’s 
management team, according to Fred F. 
Florence, president of the American 
Bankers Association. The prediction was 
made in an address before the recent 33rd 
annual convention of the National Asso- 
ciation of Bank Women in Phoenix, 
Arizona. 

Mr. Florence, who is also president of 
The Republic National Bank of Dallas, 
Texas, declared that since it has become 
difficult to operate a banking business in 
which two-thirds of the non-officer group 
are women, while all or almost all 
of its officers are male, bankers are 
placing more and more women in im- 
portant positions. An important factor 
behind this trend, he added, is the cumu- 
lative influence of those women who have 
succeeded in executive positions in spite 
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How to pull assets out of thin air 


Money in transit isn’t “working money.” 
Chase Manhattan slashes transit time—puts money to work faster. 
Result for one bank: $40,000 more a day. 


At the Chase Manhattan Bank, check clearing for our correspondents 
is a twenty-four-hour-a-day operation—geared to speed all the way. 
Because of that, float time is cut to the bone. A day or more may often 
be saved in transit. One of our correspondents recently told us that this 
results in his bank’s having about $40,000 additional available funds 
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of the handicap of traditional prejudice. 
By this year-end, Mr. Florence added, 


banks will have an estimated 9,000 wom-- 


en officers, or three times as many as 
there were at the beginning of World 
War II. That conflagration, he said, 
taught the nation to appreciate the po- 
tential resource that existed in the use 
of womanpower in a broader range of 
business, government and other activities. 
In many fields, he concluded, occupational 
pursuits that previously were recognized 
as belonging to and requiring only men 
lost their clear lines of distinction. 
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Trust Survey Shows 
High Potential 


Many interesting facts have been 
gleaned from a recent survey and nation- 
wide advertising campaign conducted for 
the benefit of all banks and trust com- 
panies by Kennedy Sinclaire, Inc., New 
York City advertising agency. 

The poll indicated, for example, that 
many more wealthy men and women are 
interested in these services than are 
covered by current trust portfolios. Sin- 
claire’s financial specialists maintain 
that this is probably due to current ad- 
vertising emphasis on how trust services 
are rendered, rather than on the benefits 
that trust services can accomplish for 
the individual. 

To substantiate its claim of trust in- 
terest, the company ran one advertise- 
ment a week for a period of 13 weeks 
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Your Town 


May Save You *15,000 


N? ONE in his right mind would 
throw $15,000 out of the window! 
But if you are worth $130,000 or more, 
you may do just that unless you take 
steps now (0 prevent its loss 

Why do such large losses occur? Simply 
because plans people make fcr the future 
distribution of their property to their 
farmiles are not being brought up to date 
to fit changing conditions, particularly 
changes made in Federal tax laws. 
During the past seven years the Federal 
tax laws have heen revised seven times. 
Many of these revisions offer generous 
1k savings 10 estate Owners, provided 
they take full advantage of them. 

The man who can help you keep this 
money in the family is the Trust Officer 
at your bank. Ask him how the financial 


phases of your estate plan can be brought - 


up to date to prevent the loss of thou- 
sands of your hard earned dollars. 

And as proof that your bank’s Trust 
Officer can save you money, here are 
some amazing figures. 

Estate Planning Seved Over $11,000,000 
In three cities 796 estate owners, with 
property valued at $102,786,304, will 
save $11,952,124, an average of almost 
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$15,000 each, because they took the 
time to visit Trust Officers. 
That $15,000 is found money. It's equal 
to the income on $100,000 at 5% a year 
for three years. It's additional money 
that the families of these men and women 
will have to live on 
Trust service is one of the most valuable 
services offered by your bank. Avail 
vourself of its money-saving possibilities. 
See your Trust Officer without delay 
Consult your attorney, of course, on all 
legal matters pertaining to your estate. 
This advertisement is published in the 
interest of 400 banks and trust com- 
panies using the services of Kennedy 
Sinclaire to bring to their customers the 
story of family security achieved through 
estate planning and trust services 
Send for Book—‘‘How Estate 

Planning Protects Your Family” 
if you prefer to personally investigate the 
tax-savings possjbilities through estate 
Planning before you call on your bank's 
Trust Officer, attach $1 to your letter- 
head and mai) both to us. You will re- 
ccive by return mail a copy of our book, 
“How Estate Planning Protects Your 
Family,” It's worth its weight in gold. 
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Campaign draws response 
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20-page booklets, “Will Your Business 
Survive the Estate Tax?” and “How 
Estate Planning Protects Your Family,” 
were ordered, with requests coming from 
every state in the union and from Can- 
ada, Hawaii, Cuba and Puerto Rico. 

The advertising agency sent a letter 
with each booklet urging the purchaser 
to visit the trust officer of his bank of 
deposit. About 10 days later, a follow-up 
questionnaire was sent to see what had 
been done. Out of 359 replies, 109 had 
visited their trust officer and 133 said 
they were contemplating such a con- 
ference. Others asked the agency for 
more information about specific problems 
or advice as to the nearest available trust 
organization. 

The campaign and a summary of its 
accomplishments can be obtained from 
Kennedy Sinclaire, Inc., 140 Cedar Street, 
New York City 6. 
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Medical Finance Plan 

Both physicians and their patients are 
benefitting from a newly created Medical 
Finance Department recently put into 
operation by the Bank of Commerce, Fort 
Worth, Texas. The department was or- 
ganized to administer a medical finance 
plan patterned after a similar idea used 
in other cities. 

Under the program, the doctors’ fees 
are immediately paid by the bank, which 
issues the patient the necessary bank 
credit and allows up to 24 months for 
repayment of the loan. The plan is en- 
couraging patients to go ahead with ex- 
pensive corrective surgery, and at the 
same time is relieving doctors of addi- 
tional heavy accounts receivables and 
bad debts. The participating physicians 
aid the bank by keeping standard credit 
applications and bank notes available in 
their offices for use by patients. 

The new department is managed by 
James Heck, a graduate of Kansas Uni- 
versity’s school of pharmacy. Before 
becoming manager of the new depart- 
ment, Mr. Heck managed a pharmacy 
and also served as public relations rep- 
resentative for a pharmaceutical com- 
pany. 
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Savings Certificates 

Loan demands and the strong competi- 
tion for savings dollars have spurred 
many banks into the issuance of savings 
certificates. Recent entries into this field 
are the Seattle-First National Bank, 
Seattle, Washington, and the Citizens 
State Bank of Park Ridge, Illinois, where 
2% per cent interest is being paid on 
certificates maturing in three years. 

Both banks point out that the certifi- 
cates cost less to service than savings 
accounts, provide monies that can be put 
to use in higher-yield loans, and there- 
fore can be profitably administered at 
the 2% per cent rate. 

Three series. Citizens is offering cer- 
tificates of three different types, series 
A, B or C in denominations of $100, $500 
and $1,000. Any of these can be used as 
collateral security for loans at the bank. 

The Series A group calls for payment 
of interest at the time the certificate is 
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redeemed. Series B certificate interest is 
paid by check in amounts that increase 
each semi-annual period up to maturity 
date, while Series C certificates are paid 
by check at the rate of 2% per cent 
semi-annually. However, if Series C cer- 
tificates are redeemed before maturity, 
redemption value will be reduced so that 
depositors receive the same return as on 
Series A or Series B items, namely $7.50 
for each $100 over the three-year period. 
The bank is asking three months written 
notice before redemption. 

Transferable. Seattle-First is offering 
these transferable, but non-negotiable 
items in multiples of $100 and requesting 
six months written notice before redemp- 
tion. Interest on certificates cashed 
before maturity will be paid on a grad- 
uated scale, starting at 2 per cent after 
six months. Other rates are: 2% per cent 
after 15 months; 244 per cent after 18 
months; and 2% per cent after 27 months. 
Only certificates held to maturity will 
bear the full 2% per cent rate. 
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Teller’s Instructions 


The many rules that the teller must 
follow at his job are concisely presented 
in a booklet, “The Processing of Money,” 
prepared by The First National City 
Bank of New York, New York. 

—_ The 14- page 
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Concluding the 
presentation are 
25 important 
points to remember, including such tips 
as “do not depend on mental computa- 
tions,” and “adopt uniform procedure 
and always follow it.”’ A timely remind- 
er, “know your endorser,’ appears in 
red letters across the text on every page. 





Numerous tips 
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Savings Loan Head Urges 
High Building Rate: 


The “low vacancy rate” cited in a re- 
cent U.S. Census Bureau study is indica- 
tive of the need for continued high resi- 
dential building, according to Harold P. 
Braman, executive manager of the Na- 
tional Savings and Loan League. 

in a report to League members he 
noted that the 2.3 per cent vacancy rate 
compares with 1.6 per cent in April, 1950, 
and should answer those critics of home 
building who believe the construction 
level is too high. 

irtually all of the increase since 1950, 
co:.tended Mr. Braman, is in rental units 
an: that the number of unoccupied 
houses for sale is still “extremely low.” 
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BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA 





BUILDING PERMIT 
ACTIVITY 











NUMBER OF NEW DWELLING UNITS 
FIRST 6 MONTHS OF 1955 








STATE STATE 

1. California ........117,306 26. Kentucky ........ 6,247 
2. Mew BOSE .ccccce. 50,945 27. Kansas ..... ccc. GC 
Los Angeles Co., Calif. 47,319 28. Oklahoma ....... - 5,942 
Ba) dnckea akan 40,836 San Diego Co., Calif... 5,878 
Ge cictesuedscs 35,367 8 SE een. 5,164 
5. Michigan ....... ..- 31,909 Pe NOE Scccveveses 4,093 
arr 31,286 Sf ae -- 3,988 
eo eee 28,218 32. New Mexico ...... 3,644 
8. New Jersey ..... .- 27,764 33. Nebraska ....... o« 8,316 
9. Pennsylvania ..... 24,904 34. South Carolina .... 2,961 
De WEEE ccccwewue 18,477 Riverside Co., Calif... 2:880 
11. Maryland ........ 17,708 BG. ATROMORS . 6 occcice 2,444, 
Orange Co., Calif...., 14,059 36. Delaware ......... 2.196 
12. Massachusetts ..... 13,495 Dis TUOUNED: Lesecccsae 2,145 
13. Washington ....... 12,305 38. Dist. of Columbia.. 2,039 
14. Colorado ....... oo MAA 39. Mississippi ....... 1,999 
eee 11,073 40. Rhode Island ..... 1,716 
16. Wisconsin ........ 10,989 41. West Virginia ..... 1,690 
ae 10,880 42. South Dakota ..... 1,217 
18. Tennessee ........ 9,951 43. New Hampshire ... - 1,103 
19. Minnesota ........ 9,740 44. Montana ......... 1,059 
20. Connecticut ....... 9,648 CE Sere 999 
Zl. MEISOUTE 20 ccccees 9,200 46. North Dakota ..... 820 
22. — (asesese | i | 703 

Pree 8,044 : 
A Nektodee.... 12 oe co a 
San BernardinoCo.,Calif. 7,218 9  # °§ °°" ‘cine 
25. AMMDOMS 2202000 - 7,133 United States total 626,276 


Sources: State data— Bureau of Labor Statistics, U.S. Department of Labor. 
County data— Research Department, Security-First National Bank of Los Angeles. 


The above subject excerpt is from the November, 1955, issue of MONTHLY Sum- 
MARY OF Business CONDITIONS IN SOUTHERN CALIFORNIA, published regularly for 
friends and customers of Security-First National Bank by our Research Depart- 
ment. If you would like to receive it free of charge regularly, write Bank and 
Customer Relations Department. 
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Mortgage Loan “Fallacies” 


Low price and low monthly payments 
are stronger factors in mortgage loan 
security than the traditional loan-value 
ratio, according to a University of IIli- 
nois real estate economist. 

Professor Robert O. Harvey of the 
College of Commerce and Business Ad- 
ministration contends that it is a fallacy 
to seek a point at which a property can 
always be sold without loss because 
truly protective ratios would be so low 
as to limit demand. He adds that it 
doesn’t work anyway; foreclosures still 
occur, usually with losses to the lender. 

A more realistic approach, Professor 


Harvey maintains, would be to base the 
mortgage loan terms on what the bor- 
rower will be able to pay during a busi- 
ness decline, instead of the possible re- 
turn from foreclosure. 

Another misconception, he says, is 
the use of cost of construction as a 
measure of value. He belives the rental 
value, in the case of residential housing, 
should be the determinant. 
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Multi-Purpose Check Desk 


The newly remodeled Kent City (Mich- 
igan) State Bank features a multi- 
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Useful unit, handy location 


| purpose check desk built around the night 


depository to save space and make the 
entrance more attractive. 

Just inside tthe door, the fixture pro- 
vides two writing levels for the con- 


| venience of short or tall persons and has 


ample space for forms used by the Mich- 
igan bank. 

In the overall remodeled bank, 
gered teller windows, an acoustical tile 
ceiling, flush mounted lighting fixtures 
and an abundance of glass set off the 
more spacious lobby, which incorporates 
such modern ideas as window planters 
and attractive drapes. 
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Employee Counseling 


Listening is one of the most important 
factors in the employee counseling proc- 
ess, according to a leading educator, who 
has pointed out that for too many busi- 
ness and banking officers the urge to help 
and the urge to talk are often erroneously 
associated. 

However, where feelings and attitudes 
are involved, the only way an employee 
learns is through expressing and per- 
ceiving his own problem, said John D. 
Black, Director of the Counseling and 
Testing Center, Stanford University. 

In coming to the counselor, stated Mr. 
Black, the employee does not ordinarily 
seek information, instead he seeks under- 
standing. Most employees have the 
mental ability to solve problems or avoid 
difficulties, if intelligence were all that 
is required, Mr. Black added. 

He pointed out that the failure to see 
one’s own behavior and its effects on 
others is the greatest source of personal 
problems. Thus, the counselor’s task is 
to help the employee see and experience 
his own feelings and attitudes. This, he 
said, can be accomplished by concentrat- 
ing on the feelings and attitudes ex- 
pressed by him rather than on the con- 
tent of his remarks. The latter are often 
designed to justify or to conceal from 
himself feelings that are real deter- 
minants of his behavior. 
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Insurance Ad Discusses 
Banking as Career 


The advantages and opportunities of 
employment in banks was well presented 
in a two page advertisement recently 
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carried in some of the country’s leading 
magazines. 

Appropriately illustrated, the New 
York Life Insurance Company’s ad fea- 
tured an article, “Should Your Child Be 
A Banker,” by Fred F. Florence, speak- 
ing for organized banking in his role as 
president of the American Bankers Asso- 
ciation. 

Mr. Florence’s material was primarily 
aimed at parents and details the number 
of commercial banks in the country, ex- 
pansion in personnel needs in recent 
years, overall need for officers and re- 
placements, employee benefits, and qual- 
ities desired and needed in banking to- 
day. 

Approximately 13,200,000 copies of 
the ad have reached the public through 
leading national “slick” magazines, and 
reprints in pamphlet form have been dis- 
tributed to all U.S. banks by the A.B.A. 

A.B.A. has also worked out arrange- 
ments so that individual banks may se- 
cure reprints for distribution to their 
customers, Copies of the ad itself can be 
obtained from the Public Relations De- 
partment, New York Life Insurance 
Company, 51 Madison Avenue, New 
York City 10. 
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Presidential Exhibit 


The First National Bank of Spring- 
field, Illinois, recently held the premiere 
showing of a collection of original finan- 
cial documents that bear the signatures 
of every U.S. president from George 
Washington to Dwight D. Eisenhower. 

Spanning a period of nearly 200 years, 
the unique exhibit provides insight into 
the personal lives and finances of the 33 
presidents. It is insured for $50,000. 

Highlights of the display are checks 
signed by Thomas Jefferson and John 
Quincy Adams, and a bank order for $56 
that was handwritten by George Wash- 
ington shortly after his retirement. Other 
documentary evidence of the financial 
growth of the U.S. is realistically pre- 
sented in the exhibit, which received en- 
thusiastic reception in Springfield, ac- 
cording to O. M. Hatch, president of 
the bank. 

At the right in the photo below, O. M. 
Hatch, III, president of the First Na- 
tional Bank of Springfield is shown with 
Illinois Governor William G. Stratton, 
center, and Lieutenant-Governor John 
W. Chapman, left. 

Further information on the availability 


Original documents 
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of the collection can be obtained from 
its owner, King B. Hostick, 55 E. Wash- 
ington St., Chicago 2, Illinois. 


c & e 


Italian Book Features 
Manufacturers Trust 

The ultra-modern Fifth Avenue offices 
of Manufacturers Trust Company are 
continuing to attract world-wide atten- 
tion. The latest example is an analytical 
report on the Manhattan structure which 
appeared as the lead story in the August 
issue of Italy’s renowned building maga- 
zine, Edilizia Moderna. 

Supplemented with color photographs 
and architectural floor plans, this illumi- 
nating study pinpoints the transparency 


and functionalism of the five-story show- 
case. Its construction details, main bank- 
ing room, equipment and innovations are 
all thoroughly explained. 

Particular emphasis is given the alu- 
minum and glass exterior, which is il- 
lustrated in day and night-time views. 

As the bank’s president Horace C. 
Flanigan predicted, the $3 million edifice 
is becoming “its own best salesman.” 


° o aa 


Bank Display Booths 
Feature Personal Credit 


Personal credit departments were spot- 
lighted in two bank-operated display 
booths that recently attracted thousands 














Records immediately 
appear on DAGE TV » 
screen at a distant tell- 
er’s location. 


A compact DAGE TV camera installation 
is used in the accounting division by the 
Towson National Bank, Towson, Maryland. 
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DAGE CLOSED-CIRCUIT TV 


speeds up office work 


} Bjorn closed-circuit TV an- 
swers business’ need for fast, 
reliable transmission of important 
information from one department to 
another. Almost any kind of record 
can be seen by a DAGE TV camera 
in one area and immediately trans- 
mitted to another floor or building. 
Valuable time is saved. . 
are avoided. . 


. errors 
. and reduced oper- 
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ating costs make the low-cost in- 
stallation of DAGE TV soon pay 
for itself. 


DAGE TY saves time and money 
in many businesses and industries. 
Whatever your business . . . write, 
wire or phone for free booklet: 
Dept. BC-3, DAGE TELEVI- 
SION, Michigan City, Indiana. 
Michigan City 3-3251. 


DAGE TELEVISION DIVISION 


Michigan City, Indiana 


A Thompson Product 


IN CANADA DISTRIBUTED BY ROGERS 


MAJESTIC ELECTRONICS, LIMITED, 


TORONTO, ONTARIO 
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First National City of New York’s credit experts 


Line-up at Republic National’s weight machine, Houston 


Personal loan department exhibits of these banks attracted thousands 


of visitors at a state fair in Texas and 
a national business show in New York 
City. 

Weight in gold. During the recent 16- 
day run of the Texas State Fair some 
53,000 people were weighed at the Re- 
public National Bank of Dallas’ booth. 
A weight slip given each visitor showed 


the value of his avoirdupois in yellow 
bullion, while the reverse side of the 
slip carried an invitation to inquire 
about the bank’s personal loan depart- 
ment. 

Visitors were also asked to guess the 
number of ounces of oil contained in a 
glass globe, which was topped by a 
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...sourdoughs sought 
elusive gold while 
untold wealth lay 
beneath the surface! 


The old sourdoughs spent years in their 
search for gold while riches in black gold 


lay beneath the surface. Today Los Angeles 


ranks first among America’s cities in the 
production of petroleum products; 
proving again that the short cut to 
financial security is to look beneath the 
surface. The Pacific Coast is the fastest 
growing area in the world and WILSHIRE 
MORTGAGE CORPORATION has kept pace 
with this expansion in their overall 
mortgage loan marketing and servicing 
operation. 


Grass Roots... 


cli) 


Mortgage Loan Marketing 
and Servicing on the 
Pacific Coast 


Serving Banks, Insurance 
Companies, Trusts, Pension 
Funds and other Investors 





WILSHIRE MORTGAGE CORPORATION is an 
FHA approved mortgagee with major 
bank references; specializing in FHA and 
VA mortgages. We are marketing agents 
for savings and loan associations, banks 
and other originators. We have a large, well 
trained staff; complete legal, property 
management and affiliated trustee facili- 
ties; established servicing record; 
complete IBM accounting and reporting 
system. Your inquiry for present or future 
delivery is solicited. 


WILSHIRE 
MORTGAGE CORPORATION 


WESTERN AVENUE corner FIFTH STREET, LOS ANGELES 54, CALIF. 
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miniature oil derrick. The right answer 
won a $10 savings account. Additionally, 
the Republic booth featured a replica of 
its new bank building and a gold-bar 
display. The latter bullion was valued at 
$8,890.11 and was counterbalanced on 
an antique gold-weighing scale by the 
offsetting weight of 293 silver dollars. 
These attractions helped the staff mem- 
bers distribute a great deal of literature 
about the bank and its services. 

Bank credit experts. Similarly large 
crowds were attracted to The First Na- 
tional City Bank of New York’s exhibit 
at the National Business Show in New 
York City. The bank had a staff of per- 
sonal credit experts on hand to explain 
its monthly payment business loan serv- 
ice to visitors and to distribute a variety 
of booklets and other promotional pieces. 
The First National became the first bank 
exhibitor at the show since its inception 
in 1904, 
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Popular Banker- 
Educator Programs 


Academic credits, interesting work, 
and insight into today’s streamlined busi- 
ness world are benefits of an intensive 
five-week course in banking orientation 
offered business education instructors by 
the Valley National Bank, Phoenix, 
Arizona, according to its president, Carl 
A. Bimson, in a recent article in the 
Financial Public Relations Association 
Bulletin. 

He points out that the program was 
originated in 1948 by the bank’s execu- 
tive vice-president, J. E. Patrick, and 
now operates under the sponsorship of 
the Arizona State College at Tempe. It 
bears the impressive title of ‘Business 
Administration: Observation and Di- 
rected Practice in Business,” and gradu- 
ates of the course receive four hours of 
academic credit, in addition to being 
paid while learning business functions. 

The Valley National’s personnel de- 
partment, Mr. Bimson said, prepares de- 
tailed schedules for the teachers in ad- 
vance, listing their daily departmenta! 
assignments and the individuals re- 
sponsible for briefing them about the 
activities, accomplishments and purposes 
of every division. The business instruc- 
tors confer with the bank’s department 
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to sound 
bond portfolro 
management 


ut-of-town banks look 
to their New York 
correspondent for advice on 
bond portfolio management. 
First National City 
correspondents know they 
can depend on the quality of 
the advice they receive 
because it comes from the 
same able, experienced 

men who supervise the 
Bank’s own investments. 


If your bank could profit 
from this top-quality 
guidance—or from First 
National City’s complete 
securities handling service— 
we'd be glad to tell you 
more about it. Why not call 
on First National City first? 


Delmont K. Pfeffer, Vice President, and 
Leo A. Kane, Vice President in charge 
of our Bond Department, head First 
National City’s team of “‘bond experts,”’ 
including Assistant Vice Presidents: 

A. J. Accola, G. E. Barnett, R. C. 
Bush, J. F. Connelly, J. H. Fleiss, 

A. W. McGrath and D. B. Seudder. 














YEARS OF EXPERIENCE with major 
underwritings of State and Municipal 
Bonds for such projects as schools 
like the one shown at left lend 
authority to the Bank’s advice to 
correspondents in this important 
field of investment. 


The FIRST 
NATIONAL CITY BANK 
| of New York 


Head Office: 55 Wall Street, New York 


60 Overseas Branches 73 Branches in Greater New York 


Around-the-clock Transit Service « Collections « Credit I nformation 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds «+ Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Branch Coverage 


- — Girst in World Wide Banking 


Member Federal Deposit insurance Corporation 
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heads, work alongside employees and 
make extensive notes of each depart- 
ment’s functions, he said, and the ob- 


servations are incorporated -in their 
theses. Copies of these papers are sup- 
plied to the bank, Mr. Bimson continued, 
and often provide interesting sugges- 
tions that the bank can use. 

Even more important, he noted, the 
course impresses upon the educators the 
numerous career possibilities existing 
for high school graduates in the banking 
field, 


te 


Another interesting example of bank- 
er-educator cooperation is the “In Ac- 
count with Youth” program pioneered 
by the First National Bank of Minne- 
apolis and now being used by 63 banks 
in seven states, according to the same 
F.P.R.A. Bulletin. 

First National inaugurated the pro- 
gram in April, 1954, after a 1,600-stu- 
dent survey revealed a lack of under- 
standing and appreciation of money and 
banking. 

Teachers’ sourcebooks, student work- 
books and colorful wall charts are used 
in the program, which was created by 
Paul S. Amidon and Associates of Min- 
neapolis. To date it has been adapted to 
the teaching of 13 different subjects, 
ranging from general science to Bible 
study, and in class levels from primary 
to high school senior and adult courses. 

Early in September, two more -teach- 
ing aids, “Count Your Assets” and 
“Mind Your Business,’’ were added to 
the program, said Lyman E. Wakefield, 
vice-president of First National. 


e * 2 


Six-Point Program 
for Mutual Savings Banks 


In a recent address August Ihlefeld, 
president of the Savings Bank Trust 
Company of New York, outlined a six- 
point program by which, he said, the 
country’s mutual savings banks could 
stimulate consumer savings more effec- 
tively. 

Mr. Ihlefeld’s proposals were: constant 
improvement of thrift services offered 
depositors; enactment of legislative au- 
thority to permit savings banks to follow 
depositors to rapidly expanding suburbs; 
a broadening of services to keep pace 
with economic and social change; modern 
methods of marketing, with effective ad- 
vertising and public relations; a program 
to attract and train new personnel; and 
enactment of a model savings bank law 
in every state. 

In discussing the need for such a pro- 
gram, Mr. Ihlefeld declared, “Optimism 
about the future, larger families and 
heavier personal debts, spur lending and 
curtail savings at the very time that the 
need for capital is expanding rapidly.” 
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Unusual Murals 


Decorative murals have become worth- 
while community relations projects and 
form an integral part of many recent 
modernization and remodeling programs 
at financial institutions. In most cases, 
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At Newark (Delaware) Trust Company 


Educational and Decorative 


these paintings not only beautify the 
structure but educate the public as well. 

Motorbank mural. For example, a 6% 
by 56 foot mosaic mural decorating an 
interior wall of the new State National 
Motorbank of El Paso, Texas, depicts 
the history of the media of exchange. It 
contains some 96,000 pieces of inlaid 
enamel, imported from Venice, in 56 
different hues and colors. 

Many prehistoric media of exchange 
are shown in abstract form in the mosaic, 
including fish, bones, Chinese iron shirt 
money, knives, wampum, tobacco, cattle, 
wheat, tall wood, stones and early coins. 
Paper money, which was unknown until 
modern times, is not represented. 

Symbols of a city. The Newark (Dela- 
ware) Trust Company’s enlarged and 
modernized lobby has three large 6 x 12 
foot murals. In the first panel, “Newark, 
A Cityscape,” the city is seen as a 
creation of man and nature; in the 
second, “Newark and God,” God is shown 
in the center of life; and the third, 


“Newark and Energy,” reveals how man . 


has converted the sun’s energy into 
products of the field and factory. 

Both banks have received many favor- 
able comments on these projects. 
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South African Text on 
Negotiable Instruments 


“The Law of Negotiable Instruments 
in South Africa” is the title of a new, 
comprehensive work that will make a 
useful addition for the libraries of banks 
and other financial organizations. Al- 
though primarily applicable to South 
Africa, the 534-page volume contains a 
great many references to the law in other 
countries. It also cites in an appendix 
the corresponding sections of bill legisla- 
tion in the United States and in the 
British Commonwealth countries. 

‘he book was written by Denis V. 
Cowen, professor of comparative and 
commercial law at the University of 
Cape Town and an advocate of the Su- 
preme Court of South Africa. A bibli- 
ography compiled by Mr. Cowen in the 
book provides a guide to the history of 
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OU GET your clients off to a 
good start when you sell them 
National City Bank Travelers 
Checks. Wherever they’re going, 
their trip will be more carefree if 
they’re carrying this well-known 
travel currency—spendable like 
cash without the risks of cash. If 
lost or stolen, NCB Travelers 
Checks are fully refunded. 


You reap extra profits, too, in sell- 
ing NCB Travelers Checks, be- 
cause you do not remit any part of 
the selling commission—the entire 
% of 1% is yours to keep. These 
travel checks are well known 
around the world and have been 
carried by travelers for over half 
a century. An extensive advertis- 
ing campaign directs all prospects 
to Buy at Banks. Free sales aids 
include a kit, tailor-made for your 
use, to tie in with this national 
effort. 








to extra 
customer 


good will 







HANDY NCB Travelers Checks 
buy goods and services on any trip 
anywhere ...live up to their repu- 
tation as ‘The Traveler’s Friend”! 









NCB TRAVELERS CHECKS protect 
your clients’ travel funds just as 
your safe deposit vaults protect 
their valuables back home. They 
are backed by The First National 
City Bank of New York. 


The FIRST 


NATIONAL CITY BANK 
of New York 





REMEMBER THESE FACTS ABOUT NATIONAL CITY BANK TRAVELERS CHECKS: 


© Safe—fully refunded if lost or stolen 


© Convenient—come in $10, $20, $50 and $100 denominations 
© Inexpensive insurance for travel funds—cost only 75¢ per $100 


© Good until used—backed by The First National City Bank of N.Y. 









© Spendable like cash—instantly recognized around the globe 


Member Federal Deposit Insurance Corporation 
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negotiable instruments and to modern 
commentaries in the legal systems of 
various nations. 

Copies of the book can be obtained 
from Juta and Company, Ltd., Post Office 
Box 30, Cape Town, or from The Cars- 
well Co., Ltd., 145 Adelaide Street, West, 
Toronto 1, Canada. The price including 
packing and postage is 75s, 9d, or ap- 
proximately $11. 
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The Way of Public Relations 


There would be no public relations 
problem if every staff member treated 
every bank visitor like a long-lost uncle 
who just struck oil. This observation was 





made by Allen Morgan, executive vice- 
president of The First National Bank 
of Memphis, Tennessee, in a _ recent 
speech before the Alabama Bankers 
Association study conference. 

In the address Mr. Morgan said that 
public relations is “the way: a president 
speaks to the man with a small account; 
a girl answers a telephone; a secretary 
has an individual wait until he can see 
an officer; a borrower is handled; the 
staff members refer to the president 
when they are away from the bank; a 
teller hands the passbook to the custom- 
er; a borrower is notified his note is 
past due; a savings customer is told his 
account is not subject to checking; and 
service charges are explained.” 
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is a Long Time 


And the loss of the major support of a house- 
hold—forever—can cause emotional and finan- 
cial turmoil that may disrupt lifelong plans. 


§ Only time and faith can heal emotional hurt. 
“ Financial changes can be more readily 


Your customers desire a service that will help 
“w=, preserve the financial stability of a household 
: Ngurine, gitical periods. 


OW, . There is no differential in premium 
si, No medical examination is required. 
repayment. Handling is very 


is required. 


Old Republic’s Critical Period plan is something your 
customers want. It is good business for both of you. 


A letter, wire or phone call will bring the man from Old 
Republic to your desk with full information. 





CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell, President 


307 N. Michigan Avenue, Chicago 1, Illinois 
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These acts, plus the atmosphere of 
the lobby, community service rendered 
by the bank’s officers, and every act of 
every employee during every waking 
hour contribute to the public relations 
of an institution, he asserted. 


“T think,” Mr. Morgan continued, 
“that the best public relations depart- 
ment a bank can have is an efficient 
operation, conducted along progressive 
lines, by a staff of officers and employees 
who are courteous, thoughtful, accurate 
and well trained for their particular 
jobs.” 
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Briefly Told 


To honor several students and a teacher 
of the local high school who had won 
recognition for their work in the Future 
Homemakers and the Future Farmers 
of America organizations, the officers, 
directors and staff members of the Cit- 
izens National Bank of Meyersdale, 
Pennsylvania, recently held a banquet 
attended by more than 100 of the stu- 
dents’ parents, friends and _ teachers. 


| R. H. Philson, the bank’s president, act- 
| ing as toastmaster pointed out that the 


students’ accomplishments were such as 
to help them establish for themselves 
an effective way of life, and that the 
bank was proud to show its appreciation 
publicly for the good work of these 
young citizens in the community. 


a 


A Boston, Massachusetts newspaper 
recently carried a story telling of a dis- 
play of neckties and shirts in the 
Cambridge (Massachusetts) Trust Com- 
pany’s window. The paper commented 
that “even without the F.D.I.C., depos- 
itors of the bank cannot lose their shirt.” 

According to George A. Macomber, 
president of Cambridge Trust, the bank 
recently decided to open its window 
space to retail store depositors, after 
years of civic and art displays. 
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When the Home Federal Savings and 
Loan Association of Tulsa, Oklahoma, 
recently passed the $50 million level in 
total assets it held a 10-day celebration 
that boosted the amount considerably. 
A large $50 million “money bag” was a 
part of the association’s building dis- 
play, and to stimulate savings, plastic 
billfolds were given to persons starting 
a new account of $50 or more, or who 
added $50 to an existing account. By 
the end of 10 days, some 5,000 savers 
had received wallets and $1,200,000 had 
been added to the Home Federal’s assets. 


4 


Free bus tickets for the customer’s 
trip home recently spurred business at 
the Bank of Commerce in Fort Worth, 
Texas. The bank decided that customers 
were entitled to a courtesy similar to 
the free-parking service offered by other 
downtown concerns. Moreover, the bank 
concluded that encouragement of bus 
riding would help relieve downtown 
traffic congestion. 
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An Error Chart Improves Posting 
By C. W. Fishbaugh 


Assistant Cashier, Security Trust & Savings Bank, Shenandoah, Iowa 




















The hope of every bank is to have a 
bookkeeping department that eliminates 
mistakes. However, as long as human 
beings handle the bookkeeping there are 
going to be mistakes. 

The aim then should be to operate with 
as few mistakes as possible. To do this 
the operator has to realize what kind 
and how many mistakes she is making. 
To let a bookkeeper go before trying to 
reduce her excessive mistakes, is not 
only unfair to the operator, but to the 
bank itself. On the other hand, if noth- 
ing is said about the mistakes they be- 
come the accepted practice rather than 
the exception. 

We have tried to work out a plan 
where we could find how many mistakes 
each bookkeeper was making, and what 
type of errors they were. We studied this 
for some time and finally made up an 
“error card.” Many times it has been 
possible to help the bookkeeper by show- 
ing her what kind of mistakes she was 
m-king and asking her to watch for 
that particular trouble. 

It has been revealing in that no two 
bookkeepers seem to make the same type 
of mistake. One girl may have a habit 
of chosing the wrong sheet, another may 
be troubled-with high postings and an- 
other with posting the wrong amount 
from the checks. 

What are errors? We have found that 
the girls are anxious to see that an ac- 
curate record is kept; in fact they check 
each other. This has led to an interesting 
point: “What should be regarded as an 
error?” We have come to a conclusion 
that a mistake is: “Anything that con- 
sumes time to locate.” 

For instance, double postings occur 
rather frequently. If both bookkeepers 
have made the same double posting there 
will be no need to check back, as the 
totals will balance. If only one, however, 
made the double posting the footings will 
not agree and will necessitate checking. 
Or, if the girl has made a note of the 
amount and subtracted it from the foot- 


ing, this will eliminate checking. How- 
ever, if the double posting is not caught, 
it will take just as much time to find as 


it would if a check or sheet had actually 


been misposted. 


This rule has helped, because when a | 
double posting does occur the bookkeeper | 


is much likelier to mark it so that she 
either can make the correction when she 
finishes posting, or so that the other 
bookkeeper will also have the same 
double posting. 

7-way tally on errors. Our error cards 
are printed on both sides of ordinary 
6x4” card stock and broken down into 
seven columns: total, wrong balance, 
wrong check or deposit, double posting, 
high posting, wrong sheet and other. 

Total is, of course, the total errors of 
any nature made that day. Wrong bal- 
ance is when the wrong balance is 
carried forward. Wrong check or deposit 
is when the check or deposit is posted 
incorrectly. Double posting is as al- 
ready explained. High posting is when 
a high balance is used instead of the cor- 
rect balance. Wrong sheet, which we 
regard as the worst type of error, is 
when checks or deposits are posted to the 
wrong account. Other is a “catch all” 
for any other types of mistakes that 
might occur. 

We keep these cards for each book- 
keeper and file them by the month. By 
periodic examination, we can tell which 
girls are improving, what type of mis- 
takes are being made and how frequently. 

At first we thought the bookkeepers 
might object to our error records. We 
found, however, that they like the sys- 
tem. In fact, at the end of the month 
when they total up they can be heard 
talking what types of errors they have 
been making, and what they can do to 
reduce their errors. This, of course, is 
the best possible proof that the records 
are valuable, because the first thing that 
must happen before a bookkeeper can 
improve is for her to realize wherein lies 
her posting weaknesses. 


The bookkeepers like these “mistake” records, use them as correctives 
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Picture Parade of New and Modernized Bank Quarters 


Some of the latest variations in interior design from all parts of the country 


























Bank Building Corporation of America 


Tacoma, Wash. Dark and light colors form an effective Webster Groves, Mo. A curved walnut teller counter screen 

contrast in the new Industrial branch of the National Bank and matching check desks are features of the remodeled 

of Washington. Building has prestressed concrete sup- Webster Groves Trust Company offices. Renovation more 
porting columns and roof than doubled public lobby space 























The Cunneen Company 


Baltimore, Md. New quarters of the Brooklyn Park branch Boyertown, Pa. Marble top and base combine with African 
of the Provident Savings Bank of Baltimore has saw-tooth mahogany risers in tellers’ screen at the remodeled Farm- 
counter of laminated plywood ers National Bank and Trust Co. 














Bank Building Corporation of America 
West Orange, N. J. Wood and glass partitions separate officers area from 
main banking room at the First National Bank building. General work 
space and employee facilities have been installed in basement 
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Indianapolis, Ind. Attractively adorned 


Philadelphia, Pa. An unusual arrangement of glass-topped check desks is picture windows provide pleasant atmos- 
featured at the new Broad Street and Passyunk Avenue branch of the phere at the East 38th Street branch of 
Central-Penn National Bank. Revolving door leads to parking lot the Indiana National Bank of Indianapolis 


Burroughs Clearing House 





eh 














SHEEP SES TE, 




















se 








Louisville, Ky. Plastic tile simulating black and white San Francisco, Calif. The modernization and expansion of the 


marble blends with the nut-brown walnut fixtures and Marina District Office of the Anglo California National Bank 
trim in the new facilities of the Stark Building Branch included new wood and plastic fixtures. Note the addition of 
of the Liberty National Bank and Trust Company flourescent lighting and acoustical tile ceiling 


























Jackson, Mich. A natural finished California redwood interior and Brockton, Mass. A former high ceiling was eliminated 
exterior trim sets off the new, modern West Ganson Street and in the newly-remodeled main banking room of the Home 
N. West Avenue Branch of the City Bank and Trust Company. National Bank to allow second-floor addition. Indirect 
Recessed lighting brightly illuminates teller and public areas lighting, modern counters are among other improvements 
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Rochester, N. Y. The exterior design of the new uptown branch of the 
Monroe County Savings Bank is Georgian-Colonial, while the main 
banking room above is a modernized version of that style. The check 
desks are built around columns with storage and waste space below. 
The basement features lounges for both customers and employees 























Geneva, Alabama. Cheerful softness was achieved 
in the quarters of the new American Bank of 
Geneva. The flooring is light tile, counters are of 
blond wood with white marble deal plates. Light 
colored walls and ceiling reflect fluorescent lighting 








Bank Building Corporation of America 
Gallup, N. M. The new quarters of The Merchants Bank Mount Royal, Penna. Contrasting tile floor and low tellers’ 
features a lobby to handle heavy pay day traffic. The book- counter add an informal, colorful decor to the new Mount 
keeping department at the rear of the main banking room Royal branch of the Mellon National Bank and Trust Com- 
is partitioned off with plate glass. pany. Note space-saving suspension of check desks 
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*An average, based on total transactions last year 


--.a seller makes a sale, a buyer makes a buy 


in the big high-speed Government bond market at the 


Continental Illinois 


Here’s something you ought to know 
when you want to buy—or sell—a block 
of Governments. 


e Right here at the Continental Illinois 
you have one of the largest, readiest, 
primary markets in the world. 

e When you phone us to sell, the chances 


are the sale will be made before you 
hang up. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


Member Federal Deposit Insurance Corporation 














« When you phone us to buy, the 
chances are we’ve got what you want 
*‘in stock’’ ourselves, or are within 
arm’s reach of it. 


Such speed offers many advantages to you. j 


This service is used freely by our cus- 
tomers. Why don’t you use it too? 


Phone us collect, State 2-9000. 


Burroughs Clearing Housé ? 
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The big Miami Beach auditorium is well-filled with League delegates for the general sessions 


A SPECIAL CONVENTION REPORT 





SAVINGS and HOME: F 





Confronted with a credit versus savings squeeze, 
Savings-Loan League members meet to **take stock’° 


MID official assurances that Fed- 
eral restrictions would not be 
permitted to dim the home build- 

ing picture unduly, and hints that a 
credit easing may not be far distant, 
the prevailing atmosphere was an opti- 
mistic one as some 3,000 savings and 
loan association executives met last 
month at Miami Beach, Florida, to take 
a look at the mortgage loan outlook. 

The occasion was the 63rd annual 
convention of the United States Sav- 
ings and Loan League, and President 
J. Howard Edgerton reflected the op- 





SEE COVER 


President Edgerton opening the League’s 
63rd annual convention 
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By 
THE EDITORS 


timistic view when he predicted that 
there will be adequate credit for Amer- 
ican families planning to buy homes in 
1956. Mr. Edgerton is president of the 
California Federal Savings and Loan 
Association of Los Angeles. 

He forecast a building volume of 
1,200,000 homes next year, only slight- 
ly under 1955, and asserted that the 
small drop in residential construction 
would be more than matched by in- 
creases in other types of construction. 
President Edgerton further predicted 
that in 1956, savings and loan institu- 
tions would have close to $11 billion to 
invest in home mortgages, or about 
the same amount as this year; also 


that the associations, as in 1955, would 
finance the construction of more than 
400,000 new houses. 

Referring to the recent curtailment 
of Federal Home Loan Bank credit, 
President Edgerton acknowledged that 
some of the associations were re- 
trenching their loan programs because 
of this, and that the reaction might 
carry over into the first few months of 
next year. “‘However,” he said, “I am 
confident that this uncertainty is a 
temporary one and will soon be out of 
the way.” He also emphasized that 
“Federal Home Loan Bank credit plays 
a role that is far from decisive in our 
mortgage lending plans,” since in the 
first half of 1955 only $200 million or 
3 per cent of the total lending funds of 
savings and loan institutions was 
based on reserve bank credit. 
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Retiring president congratulates League’s new officers 


Actually, Mr. Edgerton warned 
against any premature substantial 
easing of credit. He pointed out that 
the American economy would enter 
1956 “under a full head of steam,” and 
suggested that more liberal credit 
should await the elimination of “all 
the various inflationary tendencies 
now in the air.” 

On the savings side of the picture, 
the League’s president ventured the 
opinion that it would be approximately 
the same as during 1955, with heavy 
spending by the American public being 
a formidable competitor. 

At a press conference, Mr. Edger- 
ton reported that a top level liaison 
had been set up between the League 
and the National Association of Home 
Builders, to eliminate any misunder- 
standings between the two groups and 
to keep each other informed of legis- 
lative objectives. 

He also noted that progress had 
been made toward a better understand- 
ing between mutual savings banks and 
the associations, as well as in reducing 
public “sniping” between commercial 
banks and associations. 

This development of a better under- 
standing with competitive and housing 
industry groups has been a major goal 
during President Edgerton’s term of 
office. 

In commenting that the savings and 
loan business had “come of age” and 
had the responsibility of providing 
mature leadership, Mr. Edgerton 
traced its rapid post-war growth from 
the $10 billion in 1946, to a $25 billion 
level in 1953, and current total assets 
of about $36 billion. “Our gain during 
the past five years,” he observed, “‘has 
been equivalent to that of the entire 
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119 years which preceded 1950.” 
The Housing Market 

Total housing starts for 1955 prob- 
ably will exceed 1,300,000 units but are 
unlikely to break the record of 1,396,- 
000 set in 1950, according to a report 
of the Committee on Trends and Eco- 
nomic Policies. Since builders are now 
making their future plans against a 
background of tight mortgage loan 
conditions, rising construction costs 
and intense market competition, the 
committee doubts whether the home 
construction rate will be maintained in 
1956. 

“Should the credit situation ease by 
next spring, builders’ plans may be re- 
vised upward,” the committee added. 
“Tt now appears doubtful, however, 
that changes along this line will occur 
in time to have marked effects on 
building volume before late in the 
year.” 

In citing results of a survey of the 
housing market conducted among sav- 
ings association managers, the com- 
mittee said that strong markets have 
been reported for new houses in all 
price ranges, and prices have advanced 
slightly more than the volume of sales. 
The market for used houses is not 
quite so strong. The number of houses 
on the market appears to be higher 
than a year ago, but houses are mov- 
ing off the market at about the same 
rate. The rental housing market con- 
tinues to be quite strong. 

The committee predicted that be- 
cause of highly competitive market 
conditions, builders will find it difficult 
if not impossible to pass on higher 
costs of construction to home buyers 
in the coming year. 


Lending Policy 

In its recommendation as to mort- 
gage lending during the first half of 
1956, the Committee on Trends and 
Economic Policies pointed out that 
even though the stringency in the 
mortgage markets of recent months 
may ease somewhat, the demand for 
loans is likely to continue to exceed 
available funds. The associations, 
therefore, will continue to have to 
ration their funds among applicants 
for loans. “It is strongly recommended 
that this allocation be done in a way 
that will contribute most to long term 
growth and safety of the mortgage 
portfolio,” the committee said. ‘“Spe- 
cifically, institutions should continue 
to offer complete mortgage service— 
construction loans, FHA, VA and con- 
ventional mortgages. 

“To provide greatest choice in the 
selection of risks,” the committee 
added, “‘associations should avoid such 
arbitrary devices for cutting off appli- 
cations as across-the-board raises in 
interest rates, and decreases in loan 
terms or percentage of value. With a 
higher percentage of rejections, asso- 
ciations should expect increased costs 
of lending, and should provide ade- 
quate staff to consider each application 
thoroughly.” 


Role of Government 

In a program heavily weighted with 
government spokesmen, _- especially 
keen interest centered on the remarks 
of Walter W. McAllister, chairman of 
the Federal Home Bank Board, as to 
the reasons behind the September 7 
order restricting borrowings from the 
System by individual associations. The 
order limited further reserve bank 
credit to emergency withdrawals, and 
to enable associations to honor pre- 
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Arrival of a few of the 3,013 official delegates and their wives 





Ed Sullivan introduces an act 


Four phases of fully-packed 


vious loan commitments. It had result- 
ed in some consternation in savings 
and loan ranks. 

Mr. McAllister reviewed the condi- 
tions leading to the imposition of the 
drastic step: the increasingly heavy 
association demand for advances, the 
difficulties the System encountered in 
issuing new notes in the money mar- 
ket, and the losses encountered in par- 
tially liquidating the Bank Board’s 
investment portfolio to raise addi- 
tional funds. These factors, along with 
the inflationary aspects of “excessive 


use” of reserve credit, led to the 
restrictive action. 
However, Mr. McAllister then 


added: “From some reports received, 
I wonder if some associations are ‘over 
correcting’ and unwarrantedly re- 
ducing their lending. It was never our 
desire or purpose to force too rapid a 
correction with those associations that 
were extended. 

“We want you to continue your nor- 
mal iending and we do not want con- 
struction loans to be eliminated,” he 
Stated. “The need for home building 
continues to accumulate and _ the 
Savings and loan business must pro- 
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President Edgerton, Executive Vice-President Strunk, hold press conference 


vide its share of the needed financing. 
To aid in analyzing this present situa- 
tion, we have asked for special reports 
from each Bank District, and on the 
basis of these studies may announce 
rules regarding the reasonable use of 
standby credit on construction com- 
mitments.” 

Mr. McAllister then significantly 
gave this assurance: “We expect the 
Bank System to supply some reason- 
able, controlled, amount of credit to 
help you do your fair share of lending 
in the months ahead.” 

More advance warning of borrowing 
curtailments by the Bank Board was 
urged by C. R. Mitchell, president, 
First Federal Savings and Loan Asso- 
ciation, Kansas City, Missouri. He 
further suggested that some basic per- 
centage or bench-mark be established 
as a “normal working amount of 
credit,” with additional borrowing 
over that amount from the 11 regional 
Federal Home Loan Banks being “on 
a case basis, possibly involving differ- 
ent credit terms, such as a higher 
interest rate and shorter maturity, 
during periods when credit was to be 
restricted.” 


League program of speeches, committee meetings, entertainment 


Mr. Mitchell pointed out: “Planning 
thrift and home financing credit by 
a reserve system inevitably involves 
the element of time lapse between the 
time of commitment and the use of 
the credit. Experience has taught us 
that this time lapse is sometimes two 
to six months, or perhaps longer; 
hence, planning the availability of 
credit should be done well in advance, 
and any curtailment should be planned 
with regard to obligations.” 

Out of this year’s meeting came a 
number of important suggestions by 
the Committee on the Federal Home 
Bank System. In a resolution, it rec- 
ommended that the System be oper- 
ated so that it can provide credit to 
member institutions to meet emer- 
gency and unexpected withdrawals, 
seasonal needs, and for loan expansion 
in modest amounts. To promote 
tighter or easier mortgage credit, the 
committee advocated primary reliance 
on changes in the rate charged for 
such advances. It urged that the liqui- 
dity policy of the Federal Home Loan 
Banks be reviewed; also that the Bank 
Board be encouraged to restudy its 

See SAVINGS AND HOME FINANCING—Page 74 
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Here’s a program that provides above-average 





personnel additions, reduces turnover 


SCHOOL-BANK ANSWER 
fo the Stall Problem 


WO personnel problems of major 

importance face banking today. 

One is short-range—the need for 
a steady and adequate supply of peo- 
ple to staff the routine operations. 
The other is long-range—the need for 
developing officer material with the 
well-rounded educational background 
and adaptability to meet the prob- 
lems of the rapidly changing atomic 
and electronic age into which our 
world is moving. These problems are 
present in every bank. They are par- 
ticularly pressing in a bank that is 
growing fast. 

Whether or not there is any simple 
answer to the problem of employee 
turnover in our industry is a question 
that cannot be answered today. In 
any event, banks in the United States 
during the next twelve months will 
need to hire approximately 100,000 
employees to replace those leaving 


By 
ARTHUR T. ROTH 


President, The Franklin National Bank 
of Franklin Square, New York 


bank employment, according to lead- 
ing authorities in this field. Rather 
plainly, if a bank succeeds in hiring 
principally people who like the work, 
its rate of turnover will decrease to 
somewhere below the industry average 
and it can expect greater efficiency 
per man-hour of employment. 

We use a two-pronged approach to 
this over-all problem. In cooperation 
with local high schools, we operate 
programs that give us a steady flow 
of new employees who are already 
trained in our bank and know what the 
work is. In cooperation with a neigh- 
boring college, we have a program 
under way which is designed to pro- 
vide us a few college graduates each 


year who have selected banking as 
their future profession and have had 
substantial training in our institution. 

Our high-school project has been 
operating for a good many years. 
There are variants in the arrange- 
ments between certain of our branches 
and the high schools in their areas. 
But the principal one in effect is the 
cooperative program that has been 
going for a long while now involving 
our Franklin Square office and the 
Sewanhaka High School. 

Each year our personnel depart- 
ment and the commercial department 
faculty of the high school, working 
through the guidance teacher, agree 
on the students who will enter the co- 
operative plan for their senior year. 
Under this plan, about ten or a dozen 
of the top-quality commercial students 
alternate between going to school and 
working at the bank—one week in 


HIGH SCHOOL LEVEL... Plan for senior year students provides high-grade clerical personnel 


Students alternate weekly between going 
to school, working at bank 











Two former co-op students, now permanent employees in the 
general administrative department 
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At nearby Adelphi College, scholarship students take 
economics, accounting, other business subjects 








Mr. Roth greets new participants. They work in bank during 
summer, attend college balance of year 


COLLEGE LEVEL... Scholarship group is being groomed for future officer posts in the bank 
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Staff indoctrination brochure 


A supplementary personnel aid 


school, the next in the bank. Thus we 
always have five or six high school 
students working for us during the 
school term, but there are two people 
who fill the same job in alternate 
wecks, 

We entered into this plan with a 
good deal of trepidation back in the 
pre-war years. We had misgivings 
about the quality of work to be ex- 
pecied, about the possibility of unruly 
behavior, and particularly about the 
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possibility that they would take home 
as choice tidbits of gossip assorted 
information which we considered con- 
fidential. It turned out that we had 
worried without cause. The youngsters 
settled into the jobs just as earnestly 
as any new employees. They behaved 
with as much decorum as can be ex- 
pected from any group of young em- 
ployees. And their discreet handling 
of confidential facts left nothing to 
be desired. 

Today we would gladly take a good 
many more of these senior-class stu- 
dents than the high school can assign 
to us. They are good workers, and 
every department supervisor in the 
bank is glad to get one of them for his 
staff. Over the span of this coopera- 
tive program, there have been only a 
handful of individuals whom we did 
not invite to remain with us as full- 
time employees as soon as they fin- 
ished high school. 

We make a conscientious effort to 
find out the type of work that best fits 
each student who comes to us from 
high school under the cooperative pro- 
gram. Rather than pitch them into the 
duller tasks, we assign them to work 
that experience has proved suits a 
large proportion of them. After a long 
enough period to give a basis for a 
factual decision, we shift around those 
who seem likely to fit better in other 
operations. Halfway through the 
school year we generally reshuffle the 
entire group, to broaden their experi- 
ence and to let us see how they react 
to the different functions in the bank. 

Actually it would be wasteful of 


talent and training if we were to put 
these high school girls in bottom-rung 
jobs. In the first place, they represent 
the cream of the commercial depart- 
ment seniors, and are human material 
of far better than mine-run quality. 
Second, practically all of them have 
had at least two years of typing and 
one year of shorthand by the time 
they come to us as trainees. That 
means they can handle operations 
where typing is required. Many of 
them have had some training in funda- 
mentals of bookkeeping, and in conse- 
quence they are competent to know 
what they are doing if placed in work 
of that sort. 

Generally they are assigned to such 
tasks as check sorting and check filing 
in transits, clearing, and bookkeeping, 
to helping the department supervisors 
with summaries and reports, writing 
up cash letters, and that sort of thing. 
In the course of their school-and-bank 
year, it is amazing how many of them 
take a liking to this or that job and 
wish to take it over for permanent em- 
ployment. 

Right there is what is irreverently 
referred to as the gimmick. Of course 
we want to retain as permanent em- 
ployees all of the ones who make good 
—which means practically all of them. 
If a girl during her senior year of 
high school finds a job with us that 
she really likes, there is no question in 
her mind that-she wants to work for 
the Franklin National Bank. We do 
our best to put her in that frame of 
mind while she is working with us a 

See A SCHOOL - BANK PROGRAM—Page 83 
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A posting methods change, improved work flow. 
new training plan and salary program 


have produced gratifying results 


‘ase Report of a 


DOK 


UR present commercial bookkeep- 
ing system actually had its be- 
ginning in the post-war era, in 

the days of extremely high operator 
turnover. At the time, our young wom- 
en operators, some of them the wives 
of service men stationed at nearby 
Fort Jackson, were staying with us 
from three days to six months. Any 
one that stayed as long as seven or 
eight months was a veteran. 

_ With this turnover and with little 
time for training operators, errors 
were running at an all-time high rate 
both in our Columbia office bookkeep- 
ing department and at most of our 
other offices. This meant overtime in 
balancing. It was not looked upon 





BEPING OPERATIO 


By 
G. GORDON SMALL. 
Assistant Cashier, Central Office. 


The South Carolina National Bank, 
Columbia, South Carolina 


kindly by operators and thus became 
another influence in the vicious turn- 
over circle. In the last month under 
our previous bookkeeping plan, over- 
time was averaging ten hours a week. 

It was quite clear that something 
had to be done. Our study of the prob- 
lem was spearheaded by a combined 
Columbia office and central office group 
consisting of Albert S. Wylie, assist- 
ant cashier, Reuben Burdell, then man- 





1 


ager of the bookkeeping department 
and now assistant cashier, and the 
writer. We also had the assistance of 
other supervisors in central office and 
in the system offices. 

Up to that time, in the closing 
months of 1951, and for a period going 
back a total of some ten years, we 
had been using a single posting plan in 
Columbia and in some of the other 
offices. There were several exceptions, 
however, where dual posting was 
being used. One of these in particular 
was our Charleston office, where oper- 
ations were under the direction of 
Cashier Albert P. Lyons. 

Among other steps taken in study- 
ing the problem at Columbia, it was 


Change to dual posting is credited with greatly reducing errors on customers’ accounts 


Bookkeeping department in the Columbia office of the South Carolina National Bank 
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posting. Our second conclusion was 
that we should begin a new training 
program for operators as soon as that 
was feasible. Our third conclusion was 
that we should simplify the flow of 
work through the bookkeeping depart- 
ment. Our fourth conclusion, and by 
no means the least important, was that 
we should inaugurate a salary admin- 
istration plan. And, it was agreed that 
the whole program should apply not 
only to Columbia but uniformly to the 
17 of our 24 offices where accounting 
is handled. 

Our first move in matching action to 
our conclusions was taken here at Co- 
lumbia in November of 1951. Dual 
posting was adopted. It involved a 
number of shifts in the operating rou- 
tine, such as the separating of book- 
keeping from both proof and analysis 
and the establishing of bookkeeping 
under its own supervisory personnel. 

















, At the same time, we began taking 
advantage of the benefits of fully de- 
- layed posting. As the various changes 
1 were made, they were written into an 
operating manual. This contains a de- 
From left: Assistant Cashiers Reuben Burdell, G. Gordon Small, Albert S. Wylie, tailed outline of the operation along 
. with President John A. Campbell, Jr. with the job requirements and respon- 
E ; : ; ; : sibilities of each person connected 
e Review of bookkeeping operation discloses marked improvement with the bookkeeping department. A 
m short time later, here at Columbia, we 
natural to check the dual operation at sonnel factors involved in our situa- moved into larger quarters and this 
” Charleston and other points. This tion, we had arrived at a number of also aided in consolidating the book- 
early study showed that fewer errors’ definite conclusions: The first of these keeping operation. 
i were being made at these offices and was that we should change to dual Skipping other minor improvements 
# also that less overtime was being in- posting. This was based on our find- as they were made from time to time, 
of curred. This served as a cue for anall- ings that where relatively inexperi- let us take a look at the department in 
; out study of the dual plan. enced bookkeepers are used, a more Columbia as it exists today. The su- 
a By the time we had concluded the _ satisfactory program can be developed _ pervisory staff consists of a manager, 


study of the plan, as well as the per- 


under dual posting than under single 


See BOOKKEEPING OPERATION—Page 86 


Job analysis, salary administration, performance rating program has increased operator incentive 


Form used to report staff member progress Two manuals that have helped in the program to heighten bookkeeping efficiency 
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PESFORWANCE AND SALARY RATING , — 
| f ¢ COLUMBIA DATE__ 12-15-54 

javer Jane Jones Date Ewprovep: 7-21-50 

T1ON: Bookkeeper in THIS Pos: TiOw Sinces 1-8-51 

} 8 CLASSIFICATION Crepit:s 4 
| ast AwnuaL INCREASE Date: 1-1-54 Awount: $ 2.50 

RESENT Sacaay Annuacs $ 2,470.00 Weexiy: $47.50 i 
| JOB CLASSIFICATION BOOKKEEPING DEPARTMENT 

SECOWMENDAT JON 

| MPENSATION TO BE iNOREASED TOs (1) AnNuacs § 2,600.00 (2) Weexcy: $ 50.00 MAN UAL 
| F PROMOTION 
| NCREASE 18 FORs (1) PROMOTIONS From: 
| 2) Menits X To 
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| “ER COMMENTS 
| Miss Jones is an excellent worker, very cooperative in every respect, and is 
siways ready to assist others after hours without request. 
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The aim: to create a better understanding 
of the modern-day bank and its 
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MAKING AND USING AN OUTLINE 





In the process of preparing a speech it is well to construct a rather detailed 
outline, This outline may be in two parts: 1) A substance outline (containing 
the lines of thought of the speech). and 2) a "technique" outline (containing 
references to the structure of the speech and to the types of speech materials). 
Such an outline (in expanded form) may be constructed on a form like that 
which follows: 


Substance Outline "Technique" Outline 








Introduction 


-_A, Opening Statement and Idea: 





ANYONE CAN MAKE A GOOD SPEECH 





It is PERFECTLY POSSIBLE for the average executive to make a good speech if he 
accepts two facts, according to Margaret L. Jones in Dun's Review and Modern Industry 4-54. 
These are: (1) Making a speech is hard work. Like going to the dentist, it is never quite pain- 
less. (2) A good speech and an oration are two different things. A good speech is a message 
that gets across to the audience clearly and quickly in a conversational interesting way. It de- 
mands of its deliverer a thorough knowledge of his subject, an enthusiasm, and sincerity - that 
is all. In her article the author discusses some of the factors which can trip a speaker but which, 
with a little practice, he can handle smoothly. We quote from first part of article: 


Nervousness. Expect it as part of the deal, The enthusiastic speaker is tense with his desire to 
put across his ideas. Lack of nervousness worries us, report professional speakers, it may mean 





STANDARDS IN SPEECHMAKING 





The following are some of the criteria by which speechmaking may be evaluated. 
They are some of the "marks" of good speaking. 


a“ 


Delivery 
A. Visible Expression (The Speaker Whom We See) 





1. The speaker makes a good "approach" -- before actually speaking, he creates 
a good impression. 
2. The speaker's appearance is good. 


By 
WILLIAM P. SCOTT 


Assistant Vice-President, LaSalle National 
Bank, Chicago 90, Illinois 


ANKERS know people—it’s their 
business. But to many people, 
bankers and banking are a 

mystery. Fortunately, most bankers 
today are working to remove the 
shroud of secrecy which surrounds our 
industry. We want to tell people about 
our business and we want them to 
know that we are just people, too. 
But the wall which has been built over 
many years time is a thick one, and 
we find that tearing it down is a pretty 
difficult thing to do. 

At La Salle National Bank we have 
given a great deal of study to this 
situation. Our advertising, public re- 
lations and customer call programs 
have been successful, but we felt that 
they were not enough. In order to 
reveal to the public the modern-day 
bank in its role of service to its cus- 
tomers and its community, we have 
formed a Speakers Bureau. Our aim is 
to create an understanding of the 
banking business, and its many serv- 
ices, in as many people as we can. 

The decision to set up the Speakers 
Bureau was reached over a year ago. 
Much of the intervening time has been 
devoted to a careful selection of the 
personnel of the bureau, the writing 
and rewriting of text material, the 
intense training of the speakers and 
planning of presentations which would 
be bright and entertaining. Here is 
what we have done. 

In choosing speakers from our bank 
staff, selections were made on the basis 


Training aids for members of 
the Speakers Bureau 
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Speakers Bureau practice session: Mr. Scott gives Mrs. Mary Frick some pointers on her presentation 


In the voluntary program, bank employees developed the talks, polished their forensic talents 


of personality, knowledge of depart- 
mental operations and willingness to 
participate. The latter is quite im- 
portant in a program of this character, 
as the speakers must be prepared to 
devote some of their own time when 
called upon for evening appearances. 

The people who comprise our group 
run the gamut from senior officer to 
assistant manager. Many of them had 
made talks at meetings of the bank 
staft, which are held monthly as a part 
of our staff educational and training 
program, so we had a good idea of 
their potentials for public speaking. 

Once we had selected our group— 
there are now twelve—we began to 
develop a list of topics for presenta- 
tion. Our aim was to develop talks for 
various age groups, talks of particular 
interest to women, talks suited to 
men’s groups, talks designed for school 
educational purposes (including bank- 
ing schools), talks describing the 
banking structure as a whole and talks 
covering the many phases of present- 
day banking. 

An initial list of eighteen topics 
resulted from these conferences. You 
will find synopses of all of the talks 
at the end of this article. We are going 
to increase our repertoire and are now 
working on five more subjects which 
we will add to the list shortly. 

Having decided upon the subjects 
which we wished to present, each topic 
Was assigned to one or two members 
oi the bureau for development into a 
Written text, according to the par- 
ticular abilities and backgrounds of 
those comprising the group. 

“he next step was to reduce each 


written text to outline form to be used 
in the actual presentation of the talk. 
This was begun by giving each indi- 
vidual a memoranda on ‘“‘Making and 
Using an Outline”; each speaker then 
consulted with the director of the 
bureau in the actual mechanics of 
putting the outline together. 

At one of our first meetings we had 
decided unanimously in favor of the 
use of visual aids in presenting our 


this type visual aid may be seen in the 
picture on page 40 which shows Robert 
W. Williams presenting a talk on con- 
sumer credit services. 

We had now reached the stage where 
our talks were ready in both text and 
outline form, and our visual aids had 
been prepared. Then began the serious 
business of training for actual pres- 
entation. This was undertaken in a 
series of weekly meetings, which we 


various topics. Consequently, 
outlines were ready on each of the 


texts, we turned to our ad- 
vertising and public relations 
department for assistance in 
devising suitable visual dem- 
onstrations. We are most 
enthusiastic about the use of 
the flannel-board as a means 
of effective illustration, and 
about 75% of our talks uti- 
lize this type visual aid. 
Others are illustrated by 
chalk talk, movie or slide 
film. 

The advertising depart- 
ment went over each of the 
eighteen outlines with the 
speakers and in short order 
produced colorful illustra- 
tions of key words and 
phrases, as well as many 
comic sketches, to highlight 
certain points of each talk. 
For those of you who may 
not be familiar with the 
flannel-board, an example of 


Letter sent to service 
clubs, with synopses 
of available talks 


when plan to continue indefinitely. 


At each meeting, one member pre- 
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‘Salle NATIONAL BANK | CBICAGCO 90+ tLEENOTS 


1365 SOUTH LASALLE STREET 


WILLIAM F. SCOTT 


Program Chairman November 7, 1958 


Lions Club of Chicago 
Chicago, Illinois 


Dear Sir: 


Here is an offer that will really interest you. LaSalle National Bank has avail- 
able for your programs a speakers bureau comprised of officers and staff 
members. These people have devoted a great deal of time in developing pre- 
sentations of banking and trust subjects in an interesting and informal fashion, 


Accompanying this letter is a list of eighteen topics on a variety of banking 
and trust functions. While not all of those listed would be suitable for your 
particular organization, we feel sure that you will find several listed which 
would fit in with the interests of your group. 


We have found that astonishingly few people are acquainted with or understand 
the many services which the modern banking industry provides. It is our aim 
to talk with our friends about our services in simple and easily understood 
language. Many of these talks are accompanied by colorful illustrations of the 
subject matter. 


This is a hearty invitation to you to call upon us if you would be interested in 
having one of our group speak at one of your meetings. You may send your 
request to me or to Mr. Keith G. Cone, Vice President - or if you prefer you 
may telephone either of us at STate 2-5200. 


Assistant Vice President 
Public Relations 


P.S. It should be pointed out that these programs are not sales talks. We are 
primarily interested in throwing as much light as we can on the services and 


~~ functions of the banking industry as a whole. 
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Robert W. Williams addressing a Lions Club meeting in Chicago 


Most of the bank’s 18 talks are accompanied by visual aids 


sents to the rest of the group one of 
the talks which he or she has prepared. 
As no one actually realizes what their 
voice sounds like to others, we record 
each talk so that later on the speaker 
may play back the recording for self- 
criticism. At the conclusion of each 
talk, the members of the Speakers 
Bureau conduct a round-table critique, 
discussing the subject matter, the 
suitability of the visual aids employed 
and the stage-presence of the speaker. 
This is all done in a very friendly 
fashion, but the comments are seri- 
ously studied by the speaker, and 
when that speaker’s turn comes around 
again, he or she presents the same 
speech having incorporated the sug- 
gestions which the group has offered 
as to content, presentation, etc. The 
Bureau members have also been as- 
sisted by some written material dis- 
tributed by the director on “Standards 
in Speech Making” and “Anyone can 
Make A Good Speech.” 

The actual launching of the pro- 
gram was accomplished by two means. 
First, we were fortunate in obtaining 
some very excellent publicity in sev- 
eral of Chicago’s daily newspapers 
which were very much interested in 
the project and gave it considerable 
space. Secondly, letters outlining the 
program, together with synopses of 
the various talks, were mailed to serv- 
ice clubs in Chicago and immediately 
surrounding suburbs. The response 
has been very gratifying and requests 
for speakers are arriving in sub- 
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stantial volume. As we had no means 
by which to estimate the number of 
requests which would be received, we 
have purposely limited our initial in- 
vitations to the Lions, Rotary and 
Kiwanis Clubs. We have also written 
to the various high schools in our 
area, and—depending on whether or 
not we are able to keep up with the 
requests—we may extend invitations 
to a variety of other organizations. 


ACH time one of our speakers pre- 
sents a talk, he or she fills in a 
“Speaker’s Program Sheet” which is 
kept on file by the director. This sheet 
gives complete information as to the 
type of audience addressed, the re- 
action, the question and answer period 
which followed, publicity accorded the 
talk, and so on. This data has been 
most helpful in making changes which 
can only suggest themselves after 
actual experience has been gained. 
We are not trying to sell La Salle 
National Bank in these appearances. 
We do hope that the efforts of La 
Salle’s Speakers Bureau will in some 
small measure serve to bring the 
banking industry into better focus in 
the eyes of the community which we 
serve. It is our belief that a wide- 
spread program of this type, conducted 
by individual banks across the country 
would tremendously aid our progress 
toward getting people to know us as 
we really are. 
Following are brief summaries of 
the 18 talks that have been prepared 


for local presentations by our speakers 
group: 

1. Why You Need a Checking Ac- 
count. A 15-minute presentation for 
high school students. With flannel- 
board illustrations it describes the ad- 
vantages, mechanics and costs of a 
personal checking account. 

2. Your Community Bank. A half- 
hour illustrated discussion of the im- 
portance of banks in the economy, 
how they are established, how they 
function, and how they earn money. 

3. So You Want to Borrow Money. 
Another half-hour presentation, on 
the lending function of banks, the 
types of loan available, the procedures 
involved. The talk stresses the efforts 
banks make to counsel and advise in 
the best interests of their borrowing 
customers. 

4. The Banking Function. A 20- 
minute illustrated discussion of the 
vast range of services a bank per- 
forms for the public, the community, 
the government and industry. 

5. How Banks Serve Women. This 
30-minute talk presents banking from 
the distaff side, especially for ladies’ 
groups. Do banks recognize the vital 
role of the woman customer? Do they 
plan services for her benefit? These 
are among the questions answered. 

6. Time Payments—Types and 
Trends. A 30-minute presentation il- 
lustrated with flannel-board pictures, 
covering the growth and development 
of instalment credit, the types of 
loans, the bases of granting credit, 
and a brief look at behind the scenes 
operations. 

7. Installment Financing. This com- 
prehensive discussion, presented by a 
foremost authority, covers the subject 
more thoroughly than the preceding 
talk. It can run from 30 minutes to 
a full hour, and is suitable for either 
laymen or banking groups. 

8. Investing for the Individual. A 
30-40 minute summary of the various 
types of investment securities and 
their characteristics, along with an 
outline of guiding principles for pri- 
vate portfolios. 

9. Who Inherits the Family Estate? 
How property passes at death, the 
items of property which pass into a 
person’s probate estate, and how the 
probate estate is distributed. Also the 
advantages of having a will, the effects 
of estate and inheritance taxes, and 
the duties and responsibilities of exec- 
utors and administrators. 

10. Trusts — What They Are and 
How They Can Serve You. Varying 
with the audience, a 30-60 minute il- 
lustrated talk designed to give a gen- 
eral understanding of the trust in its 
broader details; its purposes, its struc- 
ture and the principal forms of 
application in serving the needs of 
the individual and his family. 

See SPEAKERS BUREAU—Page 88 
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mH TORONTO-DOMINION BANK 
| 100th Annual Statement 
| = Comparative and Condensed 
| AS AT OCTOBER 31 
Assets 1955 1954 
Cash Resources . . . $231,369,241 $197,500,400 
Securities ...... R 432,344,344 391,542,573 
CallLoans. 2... . . 47,619,149 37,556,434 
Total Quick Assets ...... 711,332,734 626,599,407 
= ; ED: cea @ se oe a 520,311,204 475,826,551 
| N.H.A. Mortgage Loans... . .. 14,691,553 3,049,430 
Memk Peemees . . . 2 1 6 ste 18,464,377 18,332,703 
| Acceptances and Letters of Credit . . 13,728,435 7,974,666 
SEY ks cg st & eee 145,616 271,373 





| 1,278,673,919 


1,132,054,130 





| Liabilities 
Deposits oe ee ero 
Other Liabilities ......... 3,485,949 


1,073,938,063 
3,263,802 





Total Liabilities to the Public . .  1,217,090,133 
Acceptances and Letters of Credit... 13,728,435 
Capital paid-up. ......... 15,000,000 
Rest Account ......+s2s-s 30,000,000 
Undivided Profits ......... 2,855,351 


1,077,201,865 
7,974,666 
15,000,000 
30,000,000 
1,877,599 











1,278,673,919 


1,132,054,130 





| Statement of Undivided Profits 
| Fiscal Years ended October 31 


*1954 
7,025,643 
1,303,517 
2,878,010 





Profits after making transfers to 1955 
contingency reserves ...... 7,503,002 
Less: Depreciation. ........ 1,423,250 
| Income Taxes . . ...++- 2,852,000 
_.. Tere eee 3,227,752 
| Less: Dividends .. . : 1,950,000 


Provision for Extra distribution . 300,000 


2,844,116 
1,750,000 
180,000 





Undivided Profits ......... 977,752 
Undivided Profits brought forward . . 1,877,599 


914,116 
963,483 





Balance of Undivided Profits ... . 2,855,351 


* Combined figures of the former Bank of Toronto and the former 
Dominion Bank for fiscal periods ended October 31, 1954. 





1,877,599 
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How many wives of your mortgage customers will be able 
to say that about your bank? Will far too many 
lose their homes as well as their husbands? 


Today Federal Mortgage Redemption Insurance lets you offer 
your customers protection against such tragedy at very low cost. 


Progressive banks throughout the country have proven the 
strong customer appeal of Federal’s unique insurance plan. These 
banks appreciate its simplicity—its lack of costly bookkeeping. 
You see it’s a plan designed by bankers for bankers from 

almost 50 years of experience in the personal protection field. 
Why not make it a part of your community relations program? 
Simply write us for Federal’s Mortgage Redemption Plan 

Portfolio today. 


COMPLETE CREDIT LIFE AND DISABILITY PLANS ALSO 
AVAILABLE FOR YOUR INSTALLMENT LOAN DEPARTMENT. 


FEDEIRAL 


LIFE and CASUALTY COMPANY 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure *» Complete Flexibility including 
Health and Accident coverage * Prompt Service « All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
sons why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L, BUCK 
Vice President and Manager 
Credit Insurance Division 




















WOLVERINE FEDERAL TOWER « BATTLE CREEK, MICHIGAN + REGIONAL SERVICE OFFICES FROM COAST TO COAST 
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WASHINGTON VIEWPOINT 








Savings Bond Drive 
Stresses Dollar Stability 

Secretary of the Treasury George 
M. Humphrey has keyed the 1956 U.S. 
Savings Bonds sales campaign to a 
theme of stability of dollars saved. 
“It’s safe to save,” he holds. According 
to Mr. Humphrey’s figures, the buying 
power of the dollar has changed only 
one half-cent since the Eisenhower 
Administration took over the reins of 
government. “This means that we have 
kept inflation’s hand out of your sav- 
ings almost entirely,” he declares. 

The record on savings bond sales is 
that up to mid-November, the public 
purchased $4,774 million of savings 
bonds since January 1, as against 
$4,270 during the corresponding peri- 
od last year. That is an increase of 
more than a half-billion dollars. It is 
more than double the $223 million of 
net redemptions. 

In the kick-off conferences in Wash- 
ington, W. Randolph Burgess, Under- 
secretary of the Treasury, based the 
1956 savings bond sales campaign on 
the proposition that monetary policy 
will continue to preserve the stability 
of the dollar. 


ad 7 * 


Banking Legislation 
Outlook for 1956 

When Congress adjourned last July, 
several banking bills seemed well 
along on the way to enactment, with 
strong likelihood that they would be 
passed into law prior to final adjourn- 
ment in mid-1956. Intervening events, 
notably the President’s illness, have 
upset that prospect, for the second 
session of the 84th Congress appears 
most likely to become a political bat- 
tle-royal. 

This is not wholly good news for 
bankers, nor wholly bad. 

Most importantly, the emergence of 
the disaster indemnity issue is like- 
ly to command the primary attention 
of both the Senate and House Banking 
Committees for a good portion of the 
coming session. The effect may be to 
freeze out consideration of the bank- 
ing bills—some of which bankers 
strongly support, and others on which 
banker opinion is divided. 

Supporters of legislation to curb 
expansion of bank holding companies 
frankly recognize that the disaster 
indemnity question is definitely an 
obstacle to the once-expected prompt 


December, 1955 


By JOHN DONOGHUE 


Washington Correspondent 


Senate action and final Senate-House 
compromise on this controversial sub- 
ject. Particularly in an election year, 
political strategists will be more in- 
terested in providing indemnity pro- 
tection for a flooded-out merchant or 
manufacturer than in settling who 
may own the stock of the bank where 
he keeps his deposit. 

In addition to its lack of political ap- 
peal to the mass of voters, the bank 
holding company bill is impeded by 
lack of agreement among its support- 
ers on various provisions. For ex- 
ample, a key point is whether the 
bill should contain a stern prohibition 
of any further bank holding company 
expansion across State lines. The 
House-passed Spence bill flatly makes 
this prohibition in terms of “Thou 
shalt not do it.” The Senate bill, on 
the other hand, as cleared by the 
Banking Committee, omits the thou- 
shalt-not and leaves it up to the Fed- 


eral Reserve Board to decide, after 
taking due notice of the opinions of 
State supervisory authorities, the 
Comptroller of the Currency and the 
Federal Deposit Insurance Corpora- 
tion, to the extent that these agencies 
have an interest in the matter. 

Legislation to curb bank mergers 
is also in the forefront. The House 
Judiciary Committee, headed by 
Chairman Emanuel Celler of New 
York, has reported a bill designed to 
strengthen the hand of the Depart- 
ment of Justice in thwarting bank 
mergers deemed likely to “substantial- 
ly” thwart competition. A similar bill 
offered by Senator Sparkman of Ala- 
bama is pending before the Senate 
Judiciary Committee and awaits 
formal hearings. 

Bankers’ views appear to disfavor 
the Celler bill. Should legislation on 
bank mergers be needed, in the bank- 
ers’ view as reflected in Washington 




















When you think of Baltimore, 
think of 


FIDELITY-BALTIMORE 


NATIONAL BANK 
& Trust Company 


Complete correspondent banking facilities 


Capital funds over $15,000,000 


Main Office: BALTIMORE & LIGHT STREETS, BALTIMORE 2, MD. 


Member: F.D.I.C. 
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“handsome additior 


than 147,000 s 
of space—5, 000 


conventional maso! 
building of the same 
First Security’s ban 
operations will oc 
44,700 square 


All rental space in the © 
building was committed — 


at the time of dedication, 
' although bank officials 
had previously calculated 
it would take from 2 to 5 
years to secure full rental. 


OF AMERICA 
Creators of America's finest banks and office buildings 


 Masdquarters: ST. LOUIS, 9TH & Smwney Srreets « Offices in: ATLANTA, 


WESTERN Union Buipac.; CHICAGO, 333 Norta Micuican; MIAMI, 5204 Wes! 

FLacter; NEW YORK, 103 Park AVENUE; SAN FRANCISCO, 275 Post STREET 

Operating Outside the Continental U. S. as: BANK BuILDING CORPORATION 
INTERNATIONAL «© Operating in Mexico as: Epiricios Para BANcos 








First Security Bank 
of Utah Building 
Designed By: 

Bank Building 
Corporation of 
America 

Resident Architect: 
Stack W. Winburn 
General Contractors: 
Utah Construction 
Company 



























































































































































We invite you to visit us in St. Louis. 
Take a trip through our plant . . . see how 
the world’s largest organization of finan- 
cial building specialists carries a project 
through from preliminary sketch to final 
details of completion. 


FREE 


If you're contemplating 

new banking quarters send 
for your complimentary 
copy of this new portfolio, 
“Bankers Guide to Profitable 
New Quvarters.” 


Mr. J. B. Gander, President 


BaNnkK BUILDING AND EQUIPMENT CORPORATION OF AMERICA 


9th and Sidney Streets, St. Louis, Mo. 


Send my free copy of: ‘‘BANKER’S GUIDE TO PROFITABLE NEW 
QUARTERS” 


OO — 
0 0 a) 

NEW MODERNIZED NEW 
BUILDING QUARTERS FIXTURES 
NAME 

TITLE__ 

BANK —_ 


City AND StTaTeE____ 


__.we contemplate: 


0 
MODERNIZE 
FIXTURES 














surveys, the power to say yea or nay 
to a bank merger plan should rest 
with the bank supervisory agencies. 

As the curtain is about to rise on 
the opéning of the second session of 
the 84th Congress, it appears most 
likely that the bank holding company 
issue must be disposed of before the 
bank merger issue is brought up for 
serious consideration. This appraisal 
is based on the views of Mr. Spence, 
who holds that the potential danger 
of monopoly in banking lies primarily 
in the interstate operations of holding 
companies, not in mergers. He points 
out that mergers are limited to State 
boundaries, and even more closely in 


States where bank branching laws 
prescribe county-wide or adjacent- 
county limitations. He holds also that 
holding company banking has pre- 
sented monopoly threats in the past, 
though not now; on the other hand, 
the trend toward mergers seems to be 
a competition for bigness but not 
monopoly. He clearly distinguishes the 
competitive quest of expansion for 
bigness from the lethal destruction 
of competitors in quest of a monopolis- 
tic position in banking. 

As it appears now, the politically- 
inspired drive for legislation to curb 
bank mergers on anti-trust grounds 
has potential, but not much steam. 
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CAPITAL $10,000,000 — 


REST ACCOUNT $22,000,000 
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ASSETS 

Notes of and deposits with Bank of Canada ........ccsssssssssssssecssesees $ 54,691,722 
Cheques and other items in transit, net 61,043,481 
Annee ING I I 255, oo sandsloeicdasnsaeveeeninckoasbiesnedghaneneces 20,532,623 
Government of Canada and provincial government securities, 

not exceeding market value 224,556,912 
Other securities, not exceeding market value 34,511,945 
Call loans, secured................... » 12,857,543 
TOTAL QUICK ASSETS .. $408,194,226 
Other current loans, less provision for estimated loss..................+ 359,666,116 
Mortgages and hypothecs insured under the National Housing 

Act, 1954, less provision for estimated loss............c:0:ccccecceeeees 10,523,484 
Customers’ liability under acceptances, guarantees and letters 

CE NE, CN Bir in siscssceveccenvovsnsessecnincecproneseveusessoasuasseacens 9,713,137 
EE Ae ee ee 4,739,181 
Shares of and loans to corporation controlled by the bank........ 2,774,089 
PN i cictinccsancsiccanseistcvassiaoneswrucsiniaiies 95,188 


$795,705,421 





a a a sacle $750,621,904 
Acceptances, guarantees and letters of credi 9,713,137 
Other liabilities............ icy Se ateseeae ied 1,629,959 
TOTAL LIABILITIES TO THE PUBLIC.....................cccscseceee $761,965,000 
Capital, rest account and undivided profits............cssseccesssserseecees 33,740,421 


$795,705,421 


STATEMENT OF UNDIVIDED PROFITS 
Balance of profit for the year before provision for income taxes 
ut after making transfers to inner reserves out of which 

full provision has been made for diminution in value of 

















investments and loans.............. 4,173,496 
Provision for income taxes thereon... ; 1,990,000 
Balance available for distribution................cccccccscssscsserssscsseresecceneees $ 2,183,496 
Dividends at the rate of $1.20 per share.............. $1,088,003 
Bonus of 40c. per share payable 

December 1, 1955.0.........cccccsccees 399,733 1,487,736 
Amount carried forward $ 695,760 
Balance of undivided profits October 31, 1954.... a 1,066,029 
Balance of undivided profits October 31, 1955........ssssscsssseceeees $ 1,761,789 

REST ACCOUNT 
Balance at credit of account October 31, 1954.........cccssscsseesseeees $ 15,000,000 
Transferred from tax paid reserves.............c:ssecceeeeeeee 400,000 
Premium on.capital stock subscriptions 6,585,310 
Balance at credit of account October 31, 1955...........cccescscceseeees $ 21,985,310 


L. S. MACKERSY 


President 


J. S. PROCTOR 


Vice-President and General Manager 
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Other Banking Bills 
Awaiting Consideration 


Passed by the Senate and pending 
for House Banking Committee hear- 
ings and action are the three ‘“Na- 
tional Bank Bills” advocated by the 
Comptroller of the Currency. Their 
House prospects are favorable, with 
one exception. 

First, the bill extending to 100 miles 
the distance permissible between a 
national bank director’s residence 
from the bank. This would apply to 
two-thirds of the board members. 
It is now 50 miles for three-quarters 
of the board members. This bill will 
undoubtedly be passed. 

Second, the bill permitting the 
Comptroller of the Currency to omit 
one of the four examinations of na- 
tional banks required every two years. 
By this means, the Comptroller may 
space out the examinations of banks 
known to be soundly managed so as 
to give more attention to banks whose 
examination reports indicate need for 
stronger supervision. There is no ap- 
parent opposition to this bill, and it 
will likely be passed. 

Third, the bill eliminating cumula- 
tive voting for national bank direc- 
tors, except as individual national 
banks may decide to change their ar- 
ticles of association to continue this 
feature. This bill has passed the Sen- 
ate, but it faces opposition in the 
House. Banking Committee Chairman 
Spence is willing to hold hearings so 
that both sides may present their 
points; however, it is significant that 
Mr. Spence has declined to introduce 
the anti-cumulative voting bill under 
his own name. 
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U.S. Forest Service 
Courts Banking System 


One of the best known and most 
highly regarded agencies in the big, 
sprawling Federal Government is the 
Department of Agriculture’s United 
States Forest Service, which manages 
the national forests and assists in the 
management of State and privately 
owned forests. Relatively, it is also 
a very small agency, which pleases the 
budget makers, too. 

Success comes to the Forest Service 
through the spread of knowledge, not 
the spending of taxpayers’ money. 
Moreover, Chief R. E. McArdle has 
found over the years that with a little 
stimulation, State governments and 
private institutions gladly and ef- 
fectively become teachers of forest 
management, for their investment of 
effort yields handsome returns. At 
the moment, Mr. McArdle is pressing 
forward a program of stirring greater 
interest in forest management on the 
part of local bankers, working through 
the correspondent banking system and 
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INSTANT ACCEPTANCE—with no questions asked! 


The original travelers cheque — instantly 
recognized and accepted throughout the world. 


ON-THE-SPOT REFUNDS—in case of loss or theft! 
At any of the hundreds of American Express 
Offices in the U.S.A. or abroad. 


EXCHANGE OF TRAVELERS CHEQUES — 

without charge! 

Large denomination travelers cheques ex- 
changed for smaller ones—at no extra cost to 
your customers. 


TRAVELERS CHEQUE DELIVERY—by mail or cable! 


For travelers who desire additional funds, 
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American Express does 
more for you by doing 
more for your customers! 


American Express makes delivery anywhere in 
the free world. 


TRAVEL INFORMATION—around the world! 
American Express offers complete hotel, travel, 
ticket, and auto rental information. 


REPRESENTATIVES IN UNIFORM— 

at terminals abroad! 

Friendly representatives help your customers 
at principal docksides, airports and rail ter- 
minals abroad. 


MAIL SERVICE—at all American Express Offices! 


Customers’ mail is received and forwarded 


at all American Express Offices. 


AMERICAN EXPRESS TRAVELERS CHEQUES 
Since (BY 
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the State bankers associations. There 
is close cooperation between the For- 
est Service and the Agricultural Com- 
mission of the American Bankers As- 
sociation, for which Forest Service 
officials award high credit to the labors 
of A.B.A. Deputy Manager A. G. 
Brown. 

A recent accomplishment which 
brought jubilation to the Washington 
headquarters of the Forest Service 
was the decision by the directors of 
the Trust Company of Georgia, in 
Atlanta, to appropriate $50,000 for a 
State-wide forestry program, devoted 
mainly to educational purposes. The 





gist of the Georgia bank’s plan is to 
contribute $250 to each of 100 high 
school districts, to be applied to the 
purchase of a 10-to-15 acre woodlot 
in which high school students will be 
taught practical forest management. 
The offer is conditioned on the remain- 
ing required funds being raised lo- 
cally, through the banks and other 
civic and business organizations. 
Some of the remaining $25,000 is 
to be applied to the cost of setting 
up a State supervisor of forestry edu- 
cation, to make sure that the 100 local 
training projects are effective. It is 
intended, of course, that the Atlanta 
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System. More than half of the floor space area is saved! 


File Department, 


sliding-drawer 


The lower diagram 


200 Five-drawer 
File Cabinets 
26,000 Filing Inches Capacity 
Using Floor Space totaling 


1,347% 


Square Feet 









































One Catherine Street 








Whatever the individual need or filing 
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@ Saves Walking Time 

@ Speeds up Filing and Finding 
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bank making the contribution will 
keep track of project operations in 
considerable measure through its own 
correspondent relationships with local 
banks. 

Another Forest Service project 
closely allied with banking is the pro- 
duction of an educational motion pic- 
ture entitled “Out of the Woods,” a 
brief Technicolor presentation of the 
banker’s opportunity to benefit both 
his institution and the whole agri- 
cultural community around him by 
supporting farmers’ efforts to manage 
their woodlands more effectively. 

The movie was actually produced 
by the Wisconsin forestry department 
with the aid of neighboring States and 
the U.S. Forest Service Division 


of Cooperative Forest Management, 
_ whose director is Arthur R. Spillers. 


It tells the tale of a country banker 
who rescued financially ailing farmers 
by actively developing their woodlands 
in close consultation with the pro- 
fessional forester, resulting in the 
establishment of a prospering saw- 


_ mill and generally improved economic 


conditions in the community. 

Copies of the film are in prepara- 
tion for national distribution. Mr. 
Spillers is working on a plan to en- 
list the aid of State bankers associa- 
tions and the correspondent system so 
that the film may be shown to a maxi- 
mum number of audiences, including 
high school classes, civic groups and 
farm clubs—in fact, anybody who has 


| a woodlot to manage. 
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Disaster Credit Program 


| Based on Banker Support 


Wendell B. Barnes, head of the 


| Small Business Administration, has 











made use of the disaster loan experi- 
ence of 1955 as a basis of design for 
planning credit aid in future disasters 
like the New England floods. The plan 
basically calls for first-aid treatment 
through local banks, backed up by 
“crash-crews” sent out by the SBA. 

The elements of the plan are simple 
enough. In the aftermath of a flood, 
hurricane or other disaster, the Gov- 
ernment has the needed financial re- 
sources, but does not have detailed in- 
formation on the business life of the 
community. The local banks, on the 
other hand, are short of funds follow- 
ing a disaster, but have credit infor- 
mation bulging out of filing cases. 
Thus the SBA and the local banks sup- 
plement each other most conveniently. 

Recognizing the likelihood that more 
storms and floods will strike, SBA and 
the American Bankers Association 
have collaborated in making advance 
plans. This has involved two important 
divisions of the ABA—the Small Busi- 
ness Credit Commission and the State 
Association Section. As worked out, 
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the plan calls for working coordination 

through the headquarters of the state 

bankers association of the state af- 

fected, and regional directors of the 

/ SBA are now under instructions to 
implement the plan through the state 
secretaries. 

“In the future, when a disaster area 
has been officially declared by the SBA 
in Washington, the regional director 
will at once get in touch with the sec- 
retary of the state bankers associa- 

" tion,” Mr. Barnes explained. “The 
regional director will notify the state 
secretary of the places where offices 
are needed and the additional number 
{ of personnel required. He will also re- 
quest the names of bankers to serve on 
local advisory boards. 

“The state secretary will contact 
the association president, who will 
make the necessary appointments to 
committees to be set up, and the presi- 
dent of the A.B.A. shall see that the 
association supplies the bank credit 
men needed for processing the applica- 
tions for financial assistance. The 
regional director of SBA will estab- 
lish local offices and staff them with 
clerical help. The bank member of the 
local advisory committee will aid the 
regional director in securing office 
space and clerical help. 

; “The banker-member of a local ad- 
visory committee will have three 
duties: (1) To assist the regional di- 
rector in securing suitable office facili- 
ties and clerical help required for the 

emergency; (2) To screen applications h d th 
for financial assistance; and (3) To ere oes e 
advise the regional director on other 
matters relating to the disaster. 

“The work of the bank credit men banker bank? 
will be to interview loan applicants, 
process applications, and make their 
recommendations to the regional di- : . 
vector, They shall be vetebed so thet Over 700 of them bank with First of Atlanta. 
no one man will serve more than 2 They choose the bank that knows their 
weeks at one time, without express ap- 
proval of his bank. SBA will reimburse 
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problems, and how to meet them. If your 


them for out-of-pocket expense at the customers have problems about the dynamic 
rate of $12 a day, plus travel expense. new South, first check the folks who know 


“All disaster loan applications will 
be processed in the field and submitted 
to the local advisory committee and the 
SBA regional director for approval. e 
Loans ms to $20,000 will be ec THE wt NATIONAL BANK OF ATLANTA 
in the field. Loans in excess of that 
amount will be referred to the Wash- 
ington office of SBA for approval. 

} “Proceeds of loans will be disbursed 
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in the following manner: (a) If a bank a Soe ps ping 
participates in a loan, the bank would o the First National Bank —— ? 
disburse the proceeds; (b) If a bank © Atlanta 2, George : 
agrees to service the loan for SBA but _. NATIONAL BANK | * Customer of mine wants to know what the South e 
dees not participate, the bank would % ’ ATLANTA y r has to offer him. Rush me information on 3 
disburse the proceeds at the request of > er. A = ° 
SHA, for which it would be reim- oS . 
bursed; (c) If a bank neither services tile } 
nor participates in the loan, disburse- dread ti, Tas * 
ment would be made by local attorneys Thebank OF ™) . cy Zone___State : 

al ointed by SBA, that knows its neighbors - eeoeeveeeveeeeeeeeeees ee eee eee 
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All the way from schoo 


-..and cutting costs en route! Classroom auto- 
mation did it for school savings. Now our new, im- 
proved system does it for your Christmas Club. No 
more tedious preparation of checks and envelopes 
for mailing, because our convenient voucher-at- 
tached coupon book does it for you, automatically. 

Or you may prefer the old standard systems. In 
either case we do, of course, supply everything you 














need, from promotion material to checks. Every 
piece custom imprinted. Every piece enlivened with 
fresh, appealing art—like this boy-resisting-tempta- 
tion who comes as a 14” die-cut display with a line 
reading: “... because somebody joined our Christ- 
mas Club!” 

Please feel free to ask us for full information. Just 
write SAVEMORE, Inc., Dept.10-A, Red Bank, N. J. 
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THE PERSONALITY SPOTLIGHT 





On the day after he had been elected 
chairman and head of the House of 
\lorgan Henry C. Alexander made a 
speech, long scheduled previously, be- 
fore the New York Chamber of Com- 
merce. He interpolated into his intro- 
ductory remarks a passing reference to 
his new position, then said he wanted 
to remind everybody that the Morgan 
Bank was “still the same old team.” 

That about sums up the significance 
of the change, despite the publicity 
given to the big shift involving most 
of the top command of J. P. Morgan 
& Co., Inc. For Mr. Alexander, presi- 
dent since 1950, was still chief execu- 
tive. George Whitney, who had held the 
chairmanship since the firm changed 
from a partnership to a banking cor- 
poration in 1940, had resolved to vacate 
that office when he became 65, and 
did so. 

The fourth head of the Morgan or- 
ganization, Mr. Alexander is a soft 
spoken Tennesseean, 53 years old, who 
chooses his words carefully but can 
turn a neat phrase, and who was a 
lawyer before he became a banker. Mr. 
Morgan met him in 1933 during a Con- 
gressional investigation, when he was 
delegated by the Morgan legal counsel, 
now the law firm of Davis Polk Ward- 
well Sunderland & Kiendl, to give Mr. 
Morgan some information. Mr. Mor- 
gan afterward remarked that he liked 
that young man. He didn’t forget 
about him. On Christmas Eve, 1938, 
he called Mr. Alexander to the Mor- 
gan offices and told him he and his 
partners wanted him to become a part- 
ner in the firm. Mr. Alexander had 
never expected to become a banker and 
asked time to think about it. Mr. Mor- 
gan gave him a month; then Mr. 
Alexander said “yes.” 

The new partner’s first assignment 
on joining the Morgan firm was to 
work on plans for transforming the 
celebrated business into an incorpo- 
rated company. In the period after 
the war he became Mr. Whitney’s 
right hand man in helping to diversity 
and expand the bank’s business. He 


directed the men, many of them new. 


faces, who were the “bird dogs.” The 
Morgan business was __ transformed 
from a bank which served customers 
wo came in, into one in which officers 
went out for customers. 

Mr. Alexander’s background is quite 
diferent from that popularly attrib- 
uted to a Morgan official. He was not 
born to the purple nor to wealth, is not 
rich, and today cares little about mak- 
ins money for himself. His father was 
a rain and feed merchant in Murfrees- 
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T. S. LAMONT 


New top command at the famed House of Morgan 


boro, Tennessee, where Henry was 
born. He went to public schools, 
earned his own tuition for Vanderbilt 
University, some of it on Henry Ford's 
assembly line in Detroit at $5 a day and 
some in a logging camp. Van- 
derbilt he went to School. 
He is a Jacksonian Democrat who 
likes Eisenhower. He enjoys a little 
golf but is not a clubman or a yachts- 
man. He is always accessible to all 
comers. Newspaper reporters value his 
comments and keen analysis of cur- 
rent affairs and occasionally he lets his 


From 
Yale Law 


remarks go “on the record.” His 
speeches are infrequent but widely 


publicized, not because he makes them 
but for what is in them. Often they 
abound with dry humor. 

Different as is Mr. Alexander’s back- 
eround, he is steeped in the Morgan 
tradition of custom banking—indi- 
vidual service and counsel—intelligent. 
unhurried, careful. The House of 
Morgan today may not dominate 
finance as it once did but its leader- 
ship is very real. 

As Mr. Whitney relinquished his 
official position in the bank to Mr. 
Alexander, Russell C. Leffingwell, 77, 
decided to step down as_ vice-chair- 
man: Arthur M. Anderson, 75, retired 
as vice-president and Junius S. Mor- 
gan, 63, relinquished a similar office. 
All remain active in the bank as direc- 
tors and as executive committeemen. 

To succeed Mr. Alexander in the 
presidency, directors named H. P. 
Davison, 57, a senior vice-president 
since 1953, and son of a famous former 
Morgan partner. Thomas S. Lamont, 
56, also a senior vice-president since 


1953, succeeded Mr. Leffingwell as 
vice-chairman. He is a son of the late 
Thomas W. Lamont, who was chair- 
man: of the Morgan bank until his 
death in 1948. Charles D. Dickey 
remains chairman of the executive 
committee. 

Both Mr. Davison and Mr. Lamont 
have qualifications very useful to the 
“Corner.” They are excellent contact 
men in dealing with customers and 
both are experienced lending officers 
who can say “yes” graciously and “no” 
without creating offense. 

Mr. Davison is an experienced air- 
man and in times gone by used to fly 
to work, from Oyster Bay, L. I., land- 
ing his plane in the East River at the 
foot of Wall Street. Now he commutes 
more prosaicly by train. Mr. Lamont, 
who is gifted with wit, is in demand as 
a speaker or toastmaster at small din- 
ners and is much at home on his feet. 

Three new senior vice-presidents are 
Stuart W. Cragin, Lonstreet Hinton 
and John M. Meyer, Jr.; the first two 
had been vice-presidents, the latter 
vice-president and trust officer. 

To forestall questions, it may be re- 
marked that there is stilla Morgan on 
the bank’s official roster; he is John 
P. (Jack) Morgan, II, a son of Junius 
Morgan. Young Mr. Morgan is a 
junior officer, in the process of win- 
ning his spurs. 
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The largest bank merger in Cali- 
fornia history has been announced in 
a joint statement by William W. 
Crocker, chairman of the board of 
Crocker First National Bank of San 
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Francisco, and Paul E. Hoover, presi- 
dent of Anglo California National 
Bank. 

They disclosed that the directors 
have approved in principle the merger 
of the two institutions to create the 
fourth largest bank in California under 
the new name of the Crocker-Anglo 
National Bank. It will have its head 
office in San Francisco and 48 offices 
located in strategic California cities 
ranging from Yreka in the north to 
Bakersfield in the south. 

Plans call for Mr. Crocker to become 
chairman of the board; Mr. Hoover 
to be president and chief executive 
officer; Jerd F. Sullivan, Jr., chairman 
of the executive committee; Paul B. 
Kelly, first vice-president ; and William 
Pflueger, executive vice-president. 

Certain details are still in prog- 
ress but it is hoped that necessary 
approvals, including that of the Comp- 
troller of the Currency, can be obtained 
so that the consolidation can become 
effective early in 1956. 

The merger would bring together two 
long-established banks with combined 
resources, as of October 5, 1955, total- 
ing $1,441,769,209; deposits of $1,309,- 
098,720; and capital funds amounting 
to $96,716,500. Anglo Bank, the larger 
of the two institutions, will bring total 
resources of $956,137,183 to the merger. 











PAUL E. HOOVER 














WILLIAM W. CROCKER 


They will head the $11% billion Crocker-Anglo National 


Crocker Bank will add total resources 
of $485,632,027. 

Over the years these two institutions 
have specialized in different banking 
fields. In Montgomery Street circles 
the Crocker firm is generally regarded 
as the “wholesale” type, in contrast 
to Anglo’s branch banking system of 
45 offices. Crocker Bank has built up 
a strong position as to business and 
industrial accounts. Anglo Bank is 
especially active in financing foreign 


trade and has also developed a large 
and profitable “retail” business in such 
activities as real estate loans, auto- 
mobile financing, various other phases 
of consumer lending, personal loans 
and the like. 


* 


Controlling interest of the Pan 
American Bank of Miami, Florida, re- 
cently changed hands and in a show 
of strength the new owners voted to 
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increase the institution’s capital by $1 
million and elected new officers to top 
administrative posts. 

The action placed James Sottile, Sr., 
William Sottile, W. D. Dorminey and 
Robert P. Foreman on the board of 
directors. 

Shortly thereafter, the new directors 
elected James Sottile, Jr., to the bank’s 
presidency, and named William Sottile 
enior vice-president. Mr. Dorminey 
and H. P. McGoogan were appointed 
vice-presidents, as was C. H. McIntire, 
who will also serve as comptroller. Mrs. 
Frances P. Lyons was promoted to 
assistant vice-president. 

* 


Lindell Peterson, president of the 
Chicago (Illinois) Mortgage Invest- 
ment Company was elected president 
of the Mortgage Bankers Association 
of America for the 1955-56 term at 
the association’s annual convention 
last month. As the new association 
president, he succeeds Wallace Moir, 
president of the 
Wallace Moir 
Company, Bev- 
erly Hills, Cali- 
fornia. John F. 
Austin, Jr., presi- 
dent of the T. J. 
Bettes Company, 
Houston, Texas, 
was elected the 
new M.B.A. vice- 
president. 

Mr. Peterson, L. PETERSON 
a long-time 
member of the association’s board of 
governors, in 1953 was awarded the 
distinguished service award of the 
association for his work in its educa- 
tional program, which embraces the 
Schools of Mortgage Banking at 
Northwestern and Stanford Universi- 
ties and the Senior Officers Conference 
at the New York University. Mr. 
Austin is a former Texas state and 
senior Federal bank examiner. He left 
the South Texas National Bank in 
Houston as vice-president in 1948 to 
join the Bettes Company as executive 
vice-president. Following the death of 
Mr. Bettes, he was named president. 
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On December 1, five important top 
management promotions and the re- 
tirement of Fred L. Dunn, board chair- 
man, were announced at The First 
National Bank and Trust Company of 
Tulsa, Oklahoma. 

New chairman is R. Otis McClin- 
tock, who has served as First Na- 
tional’s president for the past 27 years; 
R. Elmo Thompson, former executive 
vice-president, assumed the  presi- 
deicy; E. F. Allen, executive vice- 
president, became vice-chairman of the 
boird and chairman of the executive 
co mittee; Russell F. Hunt, former 
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The Home has paid—big losses and small— —promptly and fairly, 

The value of the services of The Home can be 

measured by the size of the bill—over two billion dollars 

paid out in losses since 1853. 

Equallyimportant have been the human, devoted and skilled 

services of the agents of The Home. Without them, 

this record could never have been attained. 














For your protection, it’s wise to see your own Home agent. 


THE HOME 


Suaurence Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE « MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 








Advertising like the above 

keeps your customers continuously 
informed about the value of 
Home’s quality protection. 

Of course, it is in the interest 

of both bank and borrower to 
have the very best insurance 


available. 
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vice-president and assistant to the 
president, now is executive vice-presi- 
dent and a member of the board; and 
J. P. Byrd, Jr., senior vice-president, 
now has the added title of assistant to 
the chairman of the board. 

Mr. Dunn will keep his post on the 
bank’s trust committee and remain a 
director, a position he has held since 
1929. He has been active in Tulsa 
banking for 47 years. 

Also a pioneer Tulsan, Mr. McClin- 
tock has been a director for 37 years, 
and since becoming president in 1928 
the bank’s deposits have grown from 
$18 million to approximately $250 mil- 
lion. A past president of the national 
bank division of the American Bankers 
Association and a past director of the 
Reserve City Bankers Association,’ he 
currently serves on the board of the 
Oklahoma City branch of the Federal 
Reserve Bank of Kansas City. 

Originally a lawyer, with B.S. and 
L.L.B. degrees from Vanderbilt Uni- 
versity, Mr. Thompson has been in the 
banking field for 34 years. He has been 
on the bank’s board of directors since 
1935. He has seen service as an execu- 
tive vice-president and director of Sun- 
ray Oil Corporation, president of the 
Superior Oil Company of Oklahoma, 
and has headed both the Junior Cham- 
ber of Commerce and the Tulsa Cham- 
ber of Commerce, serving also as a 





BANK SIGNS 





Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need .. . at 
most economical prices. 


Send for free illustrated catalog 








DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/2" x 10” two lines of copy, $9.00 
on bronze easel—other styles available 


**Bronze Tablet Headquarters"’ 
UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 
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Seated, from left: R. Elmo Thompson, R. Otis McClintock, E. F. Allen. 
Standing: Russell F. Hunt, J. P. Byrd, Jr. 


Tulsa bank has announced five important management changes 


director of the latter since 1934. Addi- 
tionally, he has received 10 civic cita- 
tions for leadership in community 
activities. 

A past president of the Oklahoma 
Bankers Association, Mr. Thompson is 
widely rated as an authority on petro- 
leum and pipeline financing. 

A veteran banker, Mr. Allen joined 
First National in 1946 as a vice-presi- 
dent after serving as a national bank 
examiner in Kansas City, New York 
and Washington districts. He is a 
director at the bank and has been 
executive vice-president since 1953. 

Mr. Hunt was an organizer of the 
Brookside State Bank and served as a 
director of the bank before moving to 
First National in 1950. He joined the 
bank as assistant to the president and 
later was named a vice-president. 

With 39 years at First National, Mr. 
Byrd is the bank’s oldest employee in 
terms of service. He has been in the 
banking business for 49 years. 


* 


Denver, Colorado’s new 
Bank and Trust Company will have 
retired U.S. Air Force Major General 
John F. Curry as chairman of its board. 
Capitalization of the bank reportedly 
will be not less than $1,250,000 and the 
bank will be located in the downtown 
section. 

Directors of the institution have al- 
ready been named, but the full officer 
staff has not been selected yet. 


Peoples 


o 


The big British banks, with their 
thousands of branches, have an admin- 
istrative set-up which is quite different 
from that of American banks. Con- 
trol is delegated as far as possible, but 


nevertheless it is necessary for a group 
of, say, 20 men at the head office to 
carry a heavy load of responsibility. 

The administrative set-up of Mid- 
land Bank Limited, for instance, has 
a chief general manager coming di- 
rectly after the board of directors. 
Then comes the deputy chief general 
manager and the assistant chief general 
manager. After them come a number 
of joint general managers whose activi- 
ties are somewhat specialized, and 
eight assistant general managers. 

It can thus be seen that the recent 
promotion of J. Fitton to assistant 
chief. general manager was an impor- 
tant one. He joined Midland Bank in 
1917, rose to the rank of branch man- 
ager, went to the London head office 
in 1945 as general manager’s assistant, 
and in 1951 became a joint general 
manager. He has been a member of 
the Council of the Institute of Bankers 
for several years. 

A second appointment to the higher 
management of Midland Bank is that 
of H. H. Thackstone, named joint gen- 


British bankers advanced 


J. FITTON 


H. THACKSTONE 
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Helping bankers help businessmen is a big part of our job. 


When another viewpoint would be helpful... 


Cal your ti8h KH the OWS 


Customers can—and do—come up with ques- 
tions of every kind. Happily you are equipped to 
resolve most of them in rapid order. But occasional- 
ly a special question arises where additional aid or 
another viewpoint would be helpful. 


That’s the time to call your man at the Irving. 


That immediately brings you his broad experi- 


ence and the combined talents of experts in every 
field of commercial banking plus the facilities of a 
world-wide network of correspondents. 


Your man at the Irving is particularly anxious 
for you to realize that any question—no matter 
how complicated—will be welcomed. Just get in 
touch with him—he’ll be glad to talk with you. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $125,000,000 


WituiaM N. Enstrom, Chairman of the Board 


Total Assets over $1,400,000,000 


RicuHarpD H. West, President 


Domestic Banking Division, Noran Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


De-ember, 1955 
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eral manager. He joined a Midland 
branch at the age of 15, and rose 
through the ranks to become one of 
the managers of the important Thread- 
needle Street branch. In 1946 he be- 
come manager of the Overseas branch 
and later Chief Foreign Manager. In 
these latter posts he established a wide 
American and Canadian acquaintance. 
In 1953 he was appointed an assistant 
general manager of the bank. 

One of the best known of British 
bankers, J. F. Habbijam, has retired as 
deputy chief general manager, after 46 
years of service with Midland. 
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New state manager for the South 





Australia activities of the Australia ROBERT V. FLEMING HULBERT T. BISSELLE | 
and New Zealand Bank Limited is 

T. H. Giles. As former overseas man- New president named at Riggs National in W ashington, D.C. fi 
ager for the A.N.Z. bank, Mr. Giles E 
made friends among the banking fra- will continue as board chairman and the District of Columbia Bankers P 
ternities of the United States and chief executive officer. Association in 1928, and the presidency 

Canada during his periodical visits Mr 5 


. Fleming, past president of the of the Association of Reserve City 


there. re a his ga headquar- American Bankers Association, has Bankers in 1944. 
ters at Adelaide, Australia. been with Riggs since 1907, serving the In addition to current membership 
‘“ last 20 years as president and chairman on many committees and directorates 


of the board. Still active in A.B.A. to outstanding firms, he has long been 

On December 13, Hulbert T. Bisselle, affairs, he is presently serving as chair- active in the affairs of the U.S. Cham- 

senior vice-president of The Riggs Na- man of the Committee on Government ber of Commerce, serving as its treas- 
tional Bank of Washington, D.C., will Borrowing. He has held many other’ urer from 1933 to 1942. 

become president of the institution, important positions in banking asso- Mr. Bisselle started with the Riggs 

succeeding Robert V. Fleming, who ciations, including the presidency of Bank 26 years ago as an assistant 
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Currency Counting Time Saved with 





y Banks report many hours of tedious 


_ SHADOGRAPH SCALES 


More and more banks, accounting departments 
and offices are finding SHADOGRAPH currency 
counting scales the answer to a time consuming 
problem. They are used for counting as well as 
checking straps of currency for possible error. 
Extreme sensitivity permits detection of one 
bill missing out of a strap in seconds. 


SHADOGRAPH Seales are made by EXACT 
WEIGHT, a leader in the manufacture of pre- 
determined weight scales. More than 600 differ- 
ent models are used by industry. 


lixcanck Weight 


Better quality control FB, J Zg 
Better cost control Zz a a 
SHADOGRAPH CURRENCY COUNTING SCALES are THE EXACT WEIGHT SCALE COMPANY 


available in MODEL 4104 (end-tower as shown above) or 
MODEL 4204-B (center-tower at right above). Both have 
shado-edge indication for fast and accurate reading. 











950 W. Fifth Avenue Columbus 8, Ohio 
In Canada: P.O. Box 179, Station S$, Toronto 18, Ont. 
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cashier. In 1939 he became an assistant 
vice-president, and a year later was 
stepped up to vice-president. Since 
1948 he has been senior vice-president 
and in 1949 was made a director. 

Long active in civic and banking 
iffairs, he is treasurer of Gorgas Me- 
morial Institute and a past president 
of the District of Columbia Bankers 
\ssociation. 


ao 


Slated to be installed as new presi- 
dent of the Investment Bankers Asso- 
ciation of America on December 1 is 
George W. Davis, partner, Davis, 
Skaggs & Co., San Francisco. He suc- 
ceeds Walter A. Schmidt, of Schmidt, 
Poole, Roberts & Parke, Philadelphia. 

The association also elected the 
following vice-presidents: Andrew M. 
Baird, A. G. Becker & Co. Incor- 
porated, Chicago; 
Robert H. Craft, 
American Securi- 
ties Corporation, 
New York City; 
John C. Hagan, Jr., 
Mason-Hagan, Inc., 
Richmond, Vir- 
ginia; William C, 
Jackson, Jr., First 
Southwest Com- 
pany, Dallas; Del- 
mont K. Pfeffer, 
The First National City Bank of New 
York, New York City. 

Mr. Davis has been in the securities 
business on the West Coast for the 
past 34 years. 





G. W. DAVIS 
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New president, chief executive offi- 
cer and director at the Old Kent Bank, 
Grand Rapids, 
Michigan, is 
Carl H. Morgen- 
stern, who has 
been a vice-presi- 
dent at the in- 
stitution since 
March, 1954. 
Directors also 
announced the 
election of David 
A. Warner as 
chairman of the 
board. 

Mr. Morgenstern, a native of Grand 
Rapids, succeeds Frank E. Agnew, Jr., 
who recently became president of the 
Peoples First National Bank of Pitts- 
burgh. Under Mr. Agnew, he was in 
charge of the bank’s investment pro- 
gram and assisted in the general ad- 
ministration of the institution. He had 
been associated with Halsey, Stuart 
ard Company, Inc., of Chicago, since 
1927 and most recently served as man- 
ager of its municipal trading depart- 
ment. 

Mr. Warner, a widely-known Mich- 
igin lawyer and a senior partner in the 














C. MORGENSTERN 
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After it happens, people are invariably sympathetic. 

Their sympathy extends even to the man—“‘the trusted bank 
employee” —who has now been unmasked as a long-time 
embezzler. “Why, he was such a fine man,”’ people 

in the community will say. 


They'll be sorry for the bank directors, men of 
unquestioned honesty and integrity who may now be 
faced with a heavy financial burden. 


**Dreadful!”: 


That’s what people say after it happens. If only bank 
directors and offiicers—before it happens—would 
listen to such warnings as: 


An estimate by the N.A.B.A.C. that there are 
now $25,000,000 in undiscovered losses due 
to employee dishonesty. 


A report by the A.B.A. that there is a “‘sharp 
increase”’ in bank embezzlements this year. 


Actual figures compiled by the American Banker 
that show defalcations for the first 6 months of 1955 
of $1,304,918; and still incompleted figures for 

the 3rd quarter that show 2 large losses 

boosting the total to over $2,166,000. 


We don’t believe there is a banker in the country 

who, after mulling over these figures and facts from the 
best-informed banking authorities, won’t want to take 
immediate steps to protect his bank from such “‘fatal”’ losses. 


Our “CATASTROPHE” PROTECTION is especially designed 

for this purpose. It can be purchased in any amount the 
banker selects. More important, it can be arranged to apply 
to prior losses that may subsequently be discovered, 
regardless of when they occurred! 


This protection is no further away than the telephone. 
Why not call your American Surety agent* today? 


* If you don’t happen to know his name, our Agency & Production 
Department will be glad to supply it promptly. : 


AMERICAN SURETY 


p ny FIDELITY * SURETY * CASUALTY * INLAND MARINE 
0 HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 
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SOLD AND SERVICED BY 


Burroughs Burroughs 





Belle Howell 


MICROFILM EQUIPMENT 


“Burroughs” and “‘Micro-Twin” are trade-marks, 


ss Burroughs Clearing House 














































Here’s the new 2-in-1 micro- 
filming machine that keeps 
making headlines in the banking 
world—and no wonder! It’s the 
Burroughs Micro-Twin Recorder- 
Reader . . . the only truly up-to- 
date combination Microfilm 
Recorder and Reader that offers 
double protection in a single unit. 


The Recorder photographs (in an 
image about as wide as_ the 
average lead pencil) any check, 
document or record of any sort 
you want preserved. The Reader 
projects those images distinctly 
... yes, back to original size. Just 
the flick of a knob converts from 
recording to reading—and back 
again. And to make facsimile 
prints, you merely place a piece of 
photocopy paper in the viewer 

. then process the prints in 
minutes right on the spot—no 
need for a darkroom. The Micro- 
Twin’s cost is gratifyingly low, 
too . . . and its recording costs 
could hardly be lower. 








The Micro-T win Recorder-Reader 


costs less than you might expect to pay for a Recorder alone 


Plus these Added 
Advantages: 






AUTOMATIC ENDORSING dur- 
ing microfilming—clean, fast, 
accurate, 






EXCLUSIVE INDEXING METER 
for almost instant location of 
desired items. 


CHOICE OF LENSES—37 to 1 or 
24 to 1 reduction ratio camera 
lens available. 





New Model 205 Recorder 


Where separate Recorders are needed, this is your 
model—the Micro-Twin without the Reader. Like 
the Micro-Twin, it records as fast as it can be fed— 
by hand or automatically. It can film records 
front and back simultaneously, or one side only if 
you prefer. Easy to move about; compact, too— 
just 32” wide, 23” deep. 


New Model 206 Reader 


Many banks need extra Readers to handle their 
microfilm reference. The Burroughs 206 Reader is 
the ideal, economical solution. Only 16 pounds, it 
weighs less than most portable typewriters—is 
snugly compact, taking up less than a square foot 
of surface space. It projects 8, 16 or 35mm. film 
with the same lens and film guide. The image can 
be completely rotated on the Reader screen. 

























AUTOMATIC FEEDING with the 
Acro-Feeder. Fast hand-feeding 
at high recording speed, too. 























FILM ECONOMY—Films 66 
checks for one cent, including 
film, processing and postage. 


















FOR A DEMONSTRATION 
call our nearest branch office. 
It’s listed in your phone book. 
Burroughs Corporation, 
Detroit 32, Michigan. 
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BEST SELECTION 


BANK SUPPLIES 





See your NEW 1955-1956 
ABBOTT CATALOG. Dozens of 
helpful new items. Write to: 


ABIBO Ue 


COIN COUNTER COMPANY 


143rd to 144th Sts. and Wales Ave. 
New York 54, N. Y. 
Phone: LUdlow 5-1200 








PECO PLUS 


Mh litbaf BANK 
CHIME PROTECTION 
CLOCKS 
SINCE 1908 DEVICES 
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() PECO—McClintock Chime Clock 
GOOD WILL ADVERTISING AT ITS BEST 
(1) PECO—Grade ‘'A'' Vault Aiarm 
PROTECTING BANKS FOR 49 YEARS 
0) ete Vault Ventilator 
ROTECTS LIVES FROM LOCK-IN 
Go paco—Nite-N- -Day Depository 
A PROFITABLE COMMERCIAL SERVICE 
() PECO—Envelope Depository 
24-HOUR GOOD WILL SERVICE 
[] PECO—Pneumatic Auto Banker 
LIGHTNING CURB SERVICE 
C) PECO—Drive-In Fixtures 
SOLVE PARKING PROBLEMS 


[) PECO—Walk-Up Wickets 
HIGHLY APPRECIATED PEDESTRIAN SERVICE 


(]) PECO—Automatic Hydraulic Sewer Valve 
PROTECTS RECORDS AGAINST FLASH FLOODS 
) Vault Doors 


C) Safe Deposit Boxes 


PROTECTION EQUIPMENT 
COMPANY, INC. 


2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 
Minneapolis 8, Minnesota 


Without obligation, please send me full ine 
formation on the items checked above. 


Signed 
City State. 








By 





(OFFICER) 
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law firm of Warner, Norcross and 
Judd, has been a director of the bank 
for nearly 30 years, 


e 


At Binghamton, New York, recently 
The City National Bank, chartered in 
1852, and the First National Bank, 
chartered in 1863, were merged to form 
the First-City National Bank of Bing- 
hamton. The deposits of the new bank 
at its opening were $64,809,566.38, while 
total resources were $71,959,549.42. 
Raymond D. Dewey, former president 
of the City National, became chairman 
of the board and Edgar W. Couper, 
formerly president of the First Na- 
tional, became president. Chester B. 
Lord is honorary chairman. 


e 


Rocky Mount, Virginia, residents are 
laying claim that Randolph Perdue is 
the oldest active bank president in the 
United States. Mr. Perdue, whe re- 
cently celebrated his 87th birthday, has 
been an officer or director of the Peo- 
ples National Bank ever since he 
helped organize the 
institution in 1907. 

He has been 
president of the $10 
million bank for 
nearly 20 years and 
still spends a large 
part of each work 
day at his desk. Mr. 
Perdue was also 
active in the found- 
ing of the Pigg 
River Primitive 
Baptist Church at the turn of the 
century. He has been an elder of the 
church for 41 years and has gained 
popularity as the “marrying parson.” 
Over 1,200 couples have availed of his 
services. 





R. PERDUE 
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First to be endorsed for nomination 
to the vice-presidency of the American 
Bankers Association in 1956 is a pro- 
gressive country banker, Joseph C. 
Welman, 47-year-old president of the 
Bank of Kennett (Missouri). He has 
been unanimously endorsed for the 
A.B.A. post by the Council of Adminis- 
tration of the Missouri Bankers Asso- 
ciation. 

His backers point out that he fits 
the prescription of heading a smaller 
state bank, from a Federal Reserve 
District that has not been represented 
in the A.B.A. presidency since 1942. 
Moreover, he has a strong record of 
association activities at the state and 
national level. A member of the 
A.B.A.’s able Country Bank Opera- 
tions Commission since 1950, he has 
been reappointed its chairman again 
this year, and has served on a long 
list of A.B.A. committees and coun- 
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JOSEPH C. WELMAN 


Boomed for A.B.A. mantle 





cils. He was president of the Missouri 
Bankers Association in 1948-49. 

At home, Mr. Welman operates an 
alert, profitable institution. Typically, 
Bank of Kennett started making 
F.H.A. loans the first week it became 
possible to do so. It went into the 
Farm Home Administration soil and 
water conservation loans and farm 
ownership loans when the program 
first was introduced. It put in the first 
drive-in window between St. Louis and 
Memphis; has had an agricultural 
representative since 1944; three years 
ago installed the A.B.A.-recommended 
audit program for small banks. The 
bank, which is in the $10 million 
category, adopted a pension plan in 
1948, group hospital and life insurance 
in 1950. 

In charge of the campaign to have 
the Kennett banker elected A.B.A. 
vice-president next year are two offi- 
cials of the Missouri Bankers Associa- 
tion, President R. A. Evans, who is 
president of the Central National 
Bank of Carthage, and Robert E. Lee 
Hill, M.B.A. executive manager. 


sd 


George L. White was recently 
elected president and Nathan I. Greene 
vice-president of 
the Newton- 
Waltham Bank 
and Trust Com- 
pany, Waltham, 
Massachusetts. 
Mr. White. who 
succeeded the 
late William M. 
Cahill as presi- 
dent, had held 
the titles of vice- 
president, direc- 
tor and trust 
officer, and has been with the Newton- 
Waltham bank for 39 years. He is also 
an attorney, is currently active in many 
community affairs, and is a member of 











G. L. WHITE 
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e “The Old Courthouse,” a water color by Virginia Moberly Schlueter, 
prominent St. Louis artist, was awarded first place in the annual 
Christmas card competition sponsored by the St. Louis Artists’ Guild 

in cooperation with First National Bank in St. Louis. 


A century-old landmark in downtown St. Louis and now a 
National Museum, the Old Courthouse recalls colorful memories of the 
great Westward movement and Missouri’s pre-Civil War days. 


May the blessings of Christmas be yours 


il a 


in abundance... THE FIRST 
And every day of the New Year IN ST.LOUIS 


rich with happiness.. 


UW 
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the commercial credit committee of 
the Massachusetts Bankers Associa- 
tion. Mr. Greene was formerly with 
the New York Trust Company and the 
Canal National Bank of Portland, 
Maine, where he was elected a vice- 
president in 1945, 


% 


At The Hanover Bank, New York 
City, Colin MacLennan was appointed 
controller Decem- 
ber 1. Mr. Mac- 
Lennan is a part- 
ner in the ac- 
counting firm of 
R. G. Rankin & 
Company and is a 
certified public ac- 
countant in New 
York, Illinois and 
the District of 

C. MacLENNAN Columbia. He was 

graduated from the 
Graduate School of Banking in 1948 
and is a member of the American In- 
stitute of Accountants and a director 
of the New York State Society of Cer- 
tified Public Accountants. 
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Expanding operations moved the Se- 
curity Trust Company of Lynn, Massa- 
chusetts to establish the office of 


executive vice-president, a position ° 


that will be filled by Herbert D. Marsh. 
Mr. Marsh recently served as vice- 
president and treasurer of the Brook- 
line (Massachusetts) Trust Company, 
where he had special responsibilities 
relative to loans and investments. He 
started his banking career in 1929 as 
a messenger, and since that time has 
acquired experience as a trust officer, 
bank examiner, auditor and comp- 
troller. At one time he supervised the 
operations of the Middlesex County 
National, Everett, Massachusetts. 


. e 


D. A. Ghrist is the new president of 
the Industrial State Bank in Kansas 
City, Kansas, following the resignation 
of President Joseph N. Altringer. 
Simultaneously, A. L. Blasche was 
elected cashier. Mr. Ghrist joined the 
bank in 1920 and for many years was 
vice-president and cashier, Mr. Blasche 
joined the bank in 1924, 


e 


At a testimonial dinner honoring 
him on his 40th anniversary with the 
First National Trust and Savings Bank 
of San Diego, Anderson Borthwick 
was presented with an electric golf- 
mobile on behalf of the directors. The 
view above shows the well-known 
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Australia’s Continuing Development 


MANY AMERICAN BUSINESSMEN ARE DEVELOPING 


AUSTRALIAN INTERESTS 





for 











Australia is a rapidly growing 


country offering good opportunities 


soundly based business ventures. 


A.N.Z. Bank knows Australia thoroughly 
and specializes in providing sound informa- 
tion — both specific and general — for over- 
sea industrialists. 


Write to us for a copy of the Bank’s 114- 
page book: 

“Australia's Continuing Development" 
This publication contains an authoritative 
and objective survey of Australian indus- 
trial and business conditions. Specific in- 
formation on any industry or aspect of 
trade will be supplied on request. 


If it’s about Australia ask 


A.N.Z. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


Business Development Department 
General Manager's Office: 394 COLLINS STREET, MELBOURNE, AUSTRALIA 


Over 800 Branches and Agencies throughout Australia and New Zealand, 
in Fiji, Papua and New Guinea and in London. 
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“Linked” with anniversary 


California banker (left) being given 
a trial run of the “Andy B.” by one 
of the producing firm’s representatives. 

Mr. Borthwick began as a messenger 
for First National in 1915, was pro- 
moted through the ranks to president 
in 1950. 
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In promotions at the Merchandise 
National Bank in Chicago, Harry F. 
Tubergen, Jr., has become vice-presi- 
dent and comptroller, Martin C. Even- 
house is now cashier, Roy W. Ander- 
sen assistant vice-president, and C. J. 
Lehecka auditor. J. Kaulas, Jr., for- 
merly cashier, has become president of 
the Lincoln National Bank, Chicago. 

Joining Merchan- 
dise National as 
assistant vice-pres- 
ident in charge of 
public relations 
and advertising is 
Edward G. Lucht, 
who was affiliated 
with the National 
Association of 
Bank Auditors and 

E. G. LUCHT Comptrollers from 

1940 to 1953. For 
the past two years he was account 
executive for a Toledo public relations 
firm. 
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Many retired bankers are apparently 
finding inactivity palling, and have re- 
turned to financial fields. One such 
individual is E. H. Mitchell, who re- 
tired in 1954 as senior agent in New 
York City for the Canadian Bank of 
Commerce. During his banking career 
of nearly 43 years he covered a lot of 
territory; at one time he was manage’ 
of the branch in Trinidad, Port o' 
Spain, at another, he was vice-presi 
dent of The Canadian Bank of Com 
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merce (Cal.), and he held the three 
i senior posts in the New York Agency. 
q After a year of traveling and retire- 
fm ment rest, Mr. Mitchell has now be- 
come associated with the investment 
4 banking firm of F. B. Ashplant & Co., 
yf dealers in Canadian securities, at Two 

Wall Street, New York City. 






&- High speed 
currency counter 
oe j . & check canceller 
® ‘é cuts expense! 
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Robert A. Culver, president of the 
Tennessee Valley Bank of Knoxville, 
has been elected to a second term as 
head of the Consumer Bankers Asso- 
ciation. 

In the meeting at Miami, Florida, 
delegates elected Connecticut banker 
John L. Beardsley, vice-president of 
the Bridgeport-City Trust Company, 
as first vice-president and Jesse F. 
Strong, president of the Bank of Louis- 
ville, Kentucky, won the nod as second 
vice-president of the organization. 

Hollis W. Burt and Margaret E. 
Goldsmith were re-elected executive 


ii sedate AR AR i en 
































en 
ne director and secretary, respectively. 
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‘O- Louis A. Baptista, assistant manager 
nt of the Hollywood office of the Cali- Today, the manual counting of currency, 
fornia 3ank, recently scored a victory canceling of checks, and the imprinting of paper 
for the banking profession when he forms take too much time and run up costs 
} placed second in the voting for the , . 
se } title of honorary mayor of movietown. needlessly. The electrically-operated Tickometer 
F, The campaign is will do the same work at over 800 per minute! 
nil conducted by the The Tickometer feeds and stacks automatically 
» local Kiwanis club . . . Stops itself when damaged or irregular items 
>r- whee * s for , 
J to — ge ton are encountered . . . records partial or complete 
° s charitable foun- : 
“a rt Peta siaaied bs counts. And its remarkable accuracy has been 
ati : > Vv ec! i 
of sweniel tu each proved in hundreds of banks—large and small. 
0. dime given the It can be equipped to date, code, cancel, endorse 
n- charity in the name or otherwise imprint . . . as it counts. Many 
~~ of one of the candi- firms use the Tickometer to code and date product 
of dates. . labels and cartons, to count tabulating cards, 
As the first bank L. BAPTISTA ‘ . . 
ns — f it ’ time cards, sales and production slips, etc. 
4 ofhcer ever to enter The Tickometer offers . , ° 
is the “mayoralty” contest, Mr. Baptista banks an easier, faster, Rented as well as sold, the Tickometer is serviced 
nt, provided stiff competition for the 11 more accurate way of frgm 272 places, coast-to-coast. Ask the nearest 
ed apne pee nee TR on At counting currency and : : 
; other candidates, who were TV, radio, canceling checks. Pitney-Bowes office for a demonstration. Or, send 
la — . ‘ti : : 
mer stage or screen celebrities. coupon for free illustrated booklet and case studies. 
nd * 
ym = Pitney-Bowes 
or A. §S. “Chico” Chaves has been 
nt elected vice-president of The First Na- ‘PB, 
ns tional Bank of Lin- — 
coln, Nebraska, to ™ . 
serve in the bank's Counting & Imprinting Machine. 
aimee a person- Made by the originators of the postage meter 
tly nel and corre- . offices in 94 cities in U. S. and Canada 
- spondent depart- REP RP RRR REE ET TET TTT TTL LTT ETE ETE 
ch ' ments. Mr. Chaves 
ae was previously a 1 Pitney-Bowss, Ine. 4 
- : sational tank ¢x- # 3138 Walnut Street, Stamford, Conn. : 
01 . om ieee for ten 0) Send Tickometer booklet & case studies : 
er } years, cashier and : 
of |) comptroller of the A. S. CHAVES — ' 
: } Livestock National ' 
ot } Bank of Omaha, Nebraska, and with : 
: rt ; <a ‘ 3. Address —$$$______ << 
si : le firm of W. D. Messenger in its . 
n t bank auditing division. TIItttttttttttttttttttttttttteeeeeeeeeeeee 
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THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE - TORONTO 


STATEMENT AS AT OCTOBER 31, 1955 



































ASSETS LIABILITIES 
Cash Resources (including items in transit) $ 350,329,012 IE aT OE Rs ee aA OEP OTe prem eT $2,211,427,472 
Government of Canada Acceptances, Guarantees and Letters of 
Securities................. ——— 650,305,935 I acichetiy shail sos amlneshabuaaiue eens 32,506,859 
Provincial, Municipal market value NE coy acssernisiicacceaieesenionieintncih 8,137,603 
and Other Securities 223,498,391 Total Liabilities to the Public.......... $2,252,071,934 
Call and Short Loans (Secured)... 116,087,291 I ss saccoccnticn suoeaderemeonianicai 37,477,363 
Total Quick O° SOE” $1,340,220,629 Rest pomrend gies lsat Nae ort eh fa toe al pyres 
Loans and Discounts ........................-... 895,363,036 saci aecaatecmaemeemrcmmaes we ls 
Mortgages and Hypothecs insured under 
iy COME eniscencvsersscndccescedsevens 49,172,067 
Customers’ Liability under Acceptances, 
Guarantees and Letters of Credit, as 
ra ease SD ecananiaiosks 32,506,859 
i 20,994,137 
NEE ae ee eI 18,653,177 
RE EET ee ne a TEP $2,356,909,905 ee ID ssisitccpiitinntanenacieiniansntocania $2,356,909,905 
STATEMENT OF UNDIVIDED PROFITS 
Year Ended October 31, 1955 
Balance of profit for the year before provision for income taxes but after making transfers to inner re- 
serves out of which full provision has been made for diminution in value of investments and loans..... $14,309,899 
2 al ohn ahaha edn spe eich porte apameeicedt amet teinenicnknaniebens he 7,050,344 
bn shih hd ad bse gp pe msde dlp eels siadelnclale $ 7,259,555 
Nee ne a a catia a sas pina bonabsaeniebalin aces Scie wlan pee ae gNbanealaNsihaaieenetideioen Sina watch 4,258,111 
ot Sek es a euiiniin gating slain patie baa abiebnonannentrmendentinanauadiins $ 3,001,444 
III... von de andviniginipinneeisdreniiveanepanrnensnadnbpenasnbhsiannakabsnrneakanoabndansuneene 647,648 
$ 3,649,092 
ER Le ne eT a RRS EI Ne RT TT ee EO eS 2,250,000 
ee a SE IIE. «sx cesaniinonhninenkanebontiasnoiberssnnesnsncsscesounsvennessansrmmennnnncaninansnntess $ 1,399,092 


JAMES STEWART 
PRESIDENT 








N. J. McKINNON 
GENERAL MANAGER 
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Bank Rate Increase 
Seen as Credit Brake 


For the second time this year the 
3ank of Canada has boosted the bank 
rate in an apparent government move 
to restrain credit. In early August the 
rate was raised from 11% to 2 per cent, 
and in mid-October the rate went to 
214 per cent. 

While the Bank of Canada did not 
give any reasons for its actions, Ot- 
tawa officials have observed that Ca- 
nadian interest rates have been among 
the lowest in the Western world. For- 
eign investors, they say, have been 
cashing in some of their Canadian 
holdings and taking their money else- 
where to obtain higher interest yields. 
The officials felt the bank’s action 
might tend to put a few more brakes 
on credit, but they felt that Canada’s 
booming economy is strong enough 
to withstand such withdrawals. 

Canada’s chartered banks do not 
borrow much from the central bank; 
however, the Bank of Canada rate 
increase is expected to influence bor- 
rowing charges generally, especially 
on short term loans. A rise in the 
bank rate is usually a hint to lending 
institutions to tighten up on loans, 
while a drop usually encourages loan 
expansion. Bank of Canada short term 
loans to chartered banks have been 
increasing in the past year. 

The role played by the bank rate 
in the development of the Canadian 
economy is becoming increasingly im- 
portant. The day-to-day loan market 
which is being developed to put spare 
cash to work is tied closely to the bank 
rate. Day-to-day loans have been made 
early this fall by banks at 2 per cent, 
up from 1% per cent, following the 
August change in the bank rate. 
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Dual Purpose 
Night Depository 


A new type of night depository 
which allows for deposits to be made 
by either envelope or money bag, has 
been installed at a number of branches 
of the Canadian Bank of Commerce 
in larger cities. 

The new depository permits enve- 
lope deposits to be made without the 
use of a pass key through an envelope 
slot at the top of the metal box. The 
bank provides special envelopes, and 
cus‘omers are sent a receipt for their 
deposit in the usual manner. 


December, 1955 


By JAMES MONTAGNES 

















Slot at top admits envelopes 

















Key is used for wallet deposits 


New 2-way depository in use by Canadian Bank of Commerce 


Leather wallets with key closures 
are provided at a charge for customers 
who make bulky money deposits. A 
pass key is required to open the de- 
pository box into which the wallet 
is placed. When the box is closed and 
automatically locked, the wallet drops 
to a larger safety deposit box and the 
night depository is ready for the next 
customer. 

The new depositories, which are 
made in England by Chubb & Son’s, 
will eventually be placed in most major 
city branches of the bank. 
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Small Loan Rulings 


United States small loan companies 
that have started operations in Can- 
ada recently received a number of 
rulings from the Canadian Depart- 
ment of Insurance on how smalk loans 
should be advertised. 

Among the rulings were that the 
advertising should be mainly informa- 
tive; should stress availability of fa- 
cilities, and not availability of easy 
loans; should not advertise loans for 
payment of taxes; and should not 
attempt to estimate the total cost in 
dollars of any loan unless it is clearly 
stated that the estimate is based on 
the assumption that all payments are 
made when due. 

The department pointed out also that 
the wording “lowest rates available” 


cannot be used. Regarding the restric- 
tion on advertising loans for taxes, 
the department said it felt that it 
was not fair to borrowers to incur 
charges of 2 per cent per month on 
a loan when the taxes themselves, if 
not paid, accumulate at only 6 per 
cent per annum. 


oa a o 
Wheat Loans 


Cash-short western Canadian grain 
farmers after November 15 were able 
to obtain from Canadian banks gov- 
ernment-guaranteed loans similar to 
those made in 1951 under the Prairie 
Grain Producer’s Interim Financing 
Act. 

The maximum loan available in 1951 
was $1,000, with interest at 544 per 
cent. In 1951 only about 1,500 farmers 
took out loans amounting to a total 
of $625,000. That year early freezing 
caught farmers with their wheat still 
in their fields. 

This year the difficulty has been 
to find markets for another in a suc- 
cession of bumper Canadian wheat 
crops. Grain elevators in western Can- 
ada are filled to capacity, and farmers 
are storing wheat in shelters on their 
farms. They are unable to obtain in- 
itial payments of $1.40 a bushel on 
farm-stored wheat as they are on 
wheat delivered to country grain ele- 
vators. The government-guaranteed 
loans will take care of some of this 
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farm-stored wheat, it is planned. 

To insure farmers who are holding 
farm-stored grain that some cash will 
be available in advance of grain deliv- 
ery to the Canadian Wheat Board, the 
government will guarantee loans up 
to $1,500 at 5 per cent interest. The 
loans available will be for less than 
the maximum $1,500 if the value of 
the grain the farmer may become en- 
titled to deliver in the current crop 
year is less than $3,000, or if the farm- 
er has already delivered some grain 
to the Wheat Board against his 1955- 


56 quota. A farmer receiving a loan 
must apply at least half of the pro- 
ceeds of each of his deliveries to the 
Board against repaying the loan. 
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3-Language Folder 
on Money Transfers 


A folder in three languages—Eng- 
lish, German and Italian—has been 
released by the Bank of Nova Scotia 
to inform new Canadian citizens how 
to transfer money to the homeland. 








STRAYER 


in thousands of banks everywhere. 





with or without NYLON ROLLERS 





Prices 40 low they will astound you! 
These files can be made any size you specify—easy to stack in battery auto- 
matically—no extra parts. Enthusiastically recommended by bankers and used 


STRAYER COIN BAG CO., Inc.—NEW BRIGHTON, PA. 


Send for our catalogue 
COIN BAGS — BOXES — TRAYS — WRAPPERS — SORTERS — NOTE CASES 
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MLANK 


COAST-TO-COAST 


Bank or MonrTREAL 


New York--64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


RESOURCES EXCEED $2,500,000,000 


San Francisco--333 California Street 





The folder explains in simple terms 
how money can be safely transferred 
through the bank to banks in the im- 
migrant’s home country, how it is 
there properly paid to the person in- 
tended to receive it, and how the bank 
transfers are sent by airmail or by 
cable. It also warns that money sent 
overseas by mail should be registerec 
and insured. 


+ > e 
Banks Handle Good Share 
of Mortgage Loans 


Canadian banks during the first 
half of 1955 accounted for 43 per cent 


| of all National Housing Act mort- 


gages, according to a recent report 
of the government’s Central Mortgage 
and Housing Corporation. Total 
N.H.A. mortgages in the January- 
June 1955 period were $307 million, 
of which the Canadian banks account- 
ed for $131 million for 13,932 dwell- 
ing units. The record residential 
construction in Canada this year was 
aided by legislation enacted in March, 
1954 to enable Canadian banks to make 
mortgage loans. Mortgage loan ap- 
provals were reported by the Central 
Mortgage and Housing Corporation 
to be up 41 per cent since that time. 

A recent issue of the Bank of Mon- 
treal’s Business Review reports that 
since Canadian banks with their more 


| than 4,000 branches were permitted 


to make mortgage loans, they had 
made loans totalling $184 million by 


| the end of August 1955. 
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Personnel News 

M. M. Walter, assistant general 
manager of the Royal Bank of Canada 
at the head office 
in Montreal, last 
month was elect- 
ed a vice-presi- 
dent and simul- 
taneously ap- 
pointed to the 
board of direc- 
tors. Mr. Walter 
started with the 
bank in 1912 at 
Oshawa, Ontar- 
io, and since has 
served at various branches of the 
bank. He became manager of the main 
Montreal branch in 1938 and an as- 
sistant general manager in 1944. 

H. M. Grindell, manager of the 
Havana branch of the Royal Bank of 
Canada since 1946, and with the bank 
since 1920, has been appointed super- 
visor of branches in the Dominican 
Republic, Haiti and Puerto Rico, with 
headquarters at Ciudad Trujillo. This 
is a newly created post and the ap- 
pointment emphasizes the increasing 
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importance of the bank’s business in 
tnese three countries. 

G. R. Conrad, resident inspector 
co! the Royal Bank of Canada at Ciu- 















H. M. GRINDELL G. R. CONRAD 
dad Trujillo, has been appointed mana- 
ger at San Juan, Puerto Rico, and 
P. H. Eaton has been named manager 
of the main branch of the bank at 
Havana, succeeding Mr. Grindell. 
W. R. Mitchell, general inspector 
of the Royal Bank of Canada, has 
been named an assistant general man- 





T. F. WHITLEY 


W. R. MITCHELL 


ager of the bank at the Montreal head 
office. He joined the bank in 1923, 
was named supervisor of staff in 1941, 
and general inspector in 1949. 

T. F. Whitley, supervisor of On- 
tario branches of the Royal Bank of 
Canada since 1950, has been pro- 
moted to the post of general inspec- 
tor, with headquarters at Toronto. 
This represents an expansion in the 
top administration of the bank’s On- 
tario operations made necessary by 
the marked increase in their volume 
and importance. 

W. H. Sharpe, agent of the Royal 
Bank of Canada at New York, and 
with the bank since 1925, has suc- 
ceeded Mr. Whitley meanwhile as 

















W. H. SHARPE J. B. MILLER 


the supervisor of Ontario branches. 

‘. B. Miller, an assistant agent of 
the Royal Bank of Canada at New 
York, has been appointed second agent 
of the bank at New York. 
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BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 


THE DISTINCTION OF 


CHUBB 


CUSTOM-BUILT SAFE DEPOSITS 





Like all their security equipment, Chubb Safe Deposit 
boxes are custom-built. Built, that is, to suit the individual 
requirements of a particular situation. In banks and large 
business concerns they will be housed in massive vaults. 
In clubs, hotels or in ships, they may be more conve- 


| niently fitted into a Safe Deposit Safe. 
j The illustration shows one of many Chubb Safe Deposit 
i installations —finished in polished stainless steel with 


concealed lighting stainless steel panelled ceiling, and fully 
air conditioned. It is an example of Chubb expert design, 
reflecting the know-how and craftsmanship which for 
more than 130 years has made the name of CHUBB famous 

the world over. An installation such as this, in which every 

available inch of space was utilised to the full, stresses the 

importance of careful planning. 

The cHuss Advisory Service is at your disposal. 


C H Uu B B provide world-wide service from their 


factories at Toronto, Canada « Sydney, Australia 
Johannesburg, South Africa - Wolverhampton, England 
and agents in every principal country 









CHUBB & SON’S LOCK AND SAFE CO. LTD. 
175-176 TOTTENHAM COURT RD., LONDON, W.I 
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while the city 
SLEEPS. 







SPEEDING COLLECTION 
OF YOUR WISCONSIN CHECKS 


Yes, our busy Transit Department works 
’round the clock! In addition, thanks 
to hundreds of correspondent contacts, we 
are able to offer direct-to-the-point 
| collection service in every section of the 
state. These facts alone are good reasons 
why out-of-state banks and business 
corporations find it helpful to maintain 
accounts at the First Wisconsin. 


First Wisconsin 
National Bank OF MILWAUKEE 


MEMBER OF THE FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing Hous* 
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THE BOOKLET COUNTER 








Using Instalment Credit .. . 
This 80-page book explains the work- 
ings of consumer credit in a very 
clear and complete manner. It was 
prepared by an economics professor 
of the University of Southern Cali- 
fornia, Dr. Clyde William Phelps, who 
is also well known as a writer. Al- 
though Dr. Phelps wrote the book in 
behalf of a large consumer credit 









USING 
INSTALMENT CREDIT 


BAVIONS OF COLLASS 


” TOTAL CONSUMER 


CREDIT 


1952 1939 954 
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STUDIES IN CONSUMER CREDIT, No ¢ 


Of interest to loan officers 


company for distribution primarily to 
upper division high school students 
and general readers, it will be of con- 
siderable value as a “refresher” for 
anyone engaged in a consumer credit 
activity. The booklet is largely devoted 
to the “how” of instalment buying: 
how purchases are financed, how to 
calculate and compare costs, how in- 
stalment buying affects the country, 
how the consumer can protect him- 
self, when to use instalment loans, etc. 
The supply of the booklet is limited. 


Consumer Market in the Ameri- 
can Economy ... This authoritative 
offering was prepared by a vice-presi- 
dent and associate director of one of 
the world’s largest advertising agen- 
cies. The booklet will find a wide inter- 
est among banking and other financial 
Officers because of its wide accumula- 
tion of statistics on the current growth 
of the consumer market, and because 
of its discussions on how the market 
is changing and on the psychology 
and motivations behind consumer buy- 
ing. Other parts of the booklet are 
devoted to the “consumer expenditure 
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pattern” with tables on personal con- 
sumption expenditures for selected 
years since 1929, and the economic 
future of the Northeastern states of 
the U. 8S. 


Cube at a Glance . .. Mortgage 
loan officers and appraisers of banks 
and other financial organizations 
whose work requires checking the 
cubical content of buildings will find 
in this booklet a very handy tool. The 
booklet was produced by a New York 
City savings and loan association. It 
consists of 18 tables that enable the 
user to make ready calculations of the 
cubage of dwellings of various dimen- 
sions. It also contains a table on com- 
putations in square feet, as well as tips 
on gable, pyramidal and flat roof 
computations. 


How to Hire Office Personnel... 
Numerous tips on the recruiting, 
screening, testing, reference checking 
and interviewing of office personnel 
are contained in this offering. Clearly 
presented, it tells something of what 
to look for and what not to look for 
in the age, skills, experience, health, 
etc., of job applicants. A handy guide 
for those in financial organizations 
who are responsible for hiring new 
employees. 


Monetary Policy Review .. . In 
the postwar period, one phase of the 
economic field—monetary policy—has 
become more and more important. The 
capabilities of that policy and its im- 
pact upon business activity is con- 
cisely discussed in this booklet by the 
president of a large Philadelphia bank. 
He traces the activities of the Federal 
Reserve System from the late ‘20’s, 
through the war and postwar years, 
down to the accord reached between 
the Treasury and Federal Reserve 
powers in 1951. He then discusses 
events since the accord and tells how 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











they are related to recent monetary 
policy. Here is a difficult subject 
treated in a manner that will make it 
of interest and value to all banking 
and financial officers. 


Can We Depression-Proof Our 
Economy? ... There are few if any 
leaders in the banking and financial 
fields who have not asked the question 
that is the title of this booklet. Conse- 
quently, few will want to miss read- 
ing the booklet, which examines first 
the positions of, and the recommenda- 
tions made for preventive measures 
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CAN WE 
DEPRESSION-PROOF 


OUR ECONOMY? 
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Discusses $64 question 


by, some of the country’s leading busi- 
ness analysts. The booklet then dis- 
cusses the uses and effectiveness of 
some eight “built-in” stabilizers in 
the American economy. An appendix 
sets forth the Employment Act of 
1946, as well as the President’s mes- 
sage of 1953 on the reorganization of 
the Executive Council of Economic 
Advisers. 


Ultrasonic Alarms... The various 
types of ultrasonic alarm installations 
that can be used in banks and finan- 
cial institutions, as well as means of 
triggering and transmitting ultrasonic 
waves are covered in this brochure. It 
describes maintenance components and 
points out that these alarm units pro- 
vide low-cost protection for areas up 
to 4,000 square feet or volumes up to 
60,000 cubic feet. 
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Regarding a property sale... 
a Florida Ranker writes : 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Fraudulent Checking 
Account Credit 


A bank examiner in Kansas recently 
uncovered a fraudulent plan to main- 
tain a firm’s checking account credit. 
Following the examiner’s disclosure, 
Federal agents obtained evidence that 
resulted in a conviction despite a num- 
ber of technical objections raised by 
the defendant. 

An electric company in Hutchinson, 
Kansas, upon finding itself without 
sufficient funds to meet a payroll and 
other expenses, retained a public ac- 
countant to help extricate the company 
from its precarious financial position. 

A partner of the company and the 
accountant then enlisted the coopera- 
tion of a relative of the accountant 
who lived in Bison, Kansas, in a plan 
to maintain the company’s checking 
account credit. The relative knew that 
both the accountant’s and the com- 
pany’s accounts contained insufficient 
funds, and agreed that he would fur- 
nish the company with his personal 
checks in exchange for checks of like 
amounts from the company. 

The company then made periodic 
deposits at Hutchinson of the relative’s 
checks, with the consequence that the 
electric company would receive credit 
from the Hutchinson bank for the 
period of time required for the rela- 
tive’s checks to clear through the 
normal banking channels via the U.S. 
mails, and then be delivered back to 
the relative’s bank in Bison. As the 
Bison checks arrived in Bison, the 


relative immediately deposited the 
electric company’s checks to cover 
them. 


This arrangement continued from 
March until about September when 
the State Bank Examiner discovered 
the scheme. The face amount of the 
kited checks totaled $713,350 with the 
largest overdraft in the company and 
Bison accounts being $14,155. 

The defendant contended that no 
scheme to defraud was shown because 
it was intended at all times to ulti- 
mately pay the kited checks and that 
in any event the mails were not used 
in furtherance of the scheme since the 
crime was committed and completed 
upon depositing the checks in the re- 
spective banks before they were placed 
in the mail for clearance and collection. 





pointing out that the plan was to ob- 
tain checking account credit and that 
such credit was a thing of value. 
The court said the defendant “knew 
and intended that the mails would be 
used in transferring the checks from 
one bank to the other in the regular 
course of business. In fact, the time 
consumed by such transfer was the 
very essence of the scheme which made 
it possible, and this practice con- 


stitutes a violation of the mail fraud 
statute.” 

During the course of the trial, the 
prosecution had an FBI agent testify 
by the use of a graphic schedule as to 
the daily overdraft positions of both 
banks as a result of the kiting scheme. 
The defendant objected to such a 
graphic schedule, but the court pointed 
out that since it did not purport to 
represent a chain of events but merely 
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reduced to a concise form what had 
been otherwise admitted in evidence, 
there was no error in admitting the 
summarization of the checks and other 
exhibits. 

Deschenes v. United States, 224 
F.2d 687 (1955). 
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Raised Checks 


A depositor-company in California 
recently brought an action to recover 
amounts wrongfully deducted from its 
account by a bank that made payment 
on raised checks. The company also 
sought damages for an asserted injury 
to its credit that resulted when the 
bank dishonored the company’s checks 
for lack of funds. 

In the appeal that followed the Su- 
preme Court of California reversed a 
lower court to hold that since the bank 
had made no effort to introduce in 
evidence the raised checks, the evi- 
dence the bank did introduce did not 
warrant a directed verdict for the 
bank. 

It was shown that the plaintiff’s 
bookkeeper had raised the amounts in 
running the checks through a Pro- 
tectograph machine, which perforated 
the amount in words on the check. 
When the manager signed the checks 


they had only the amounts in figures 
on them. The court inferred that the 
bookkeeper inserted the number “1” 
in front of the figures which were on 
the checks, and in one instance raised 
a check for $52.05 by altering the first 
“— to an as gl 

In ruling, the court stated the gen- 
eral rule that a bank may not charge 
its depositor’s account with payments 
made on altered or forged checks 
unless some conduct of the depositor 
is negligent or creates an estoppel, 
and that the bank itself must be free 
from negligence. 

Said the court, “While it is true that 
a lack of anything suspicious on the 
face of the altered checks would have 
been strong evidence that the bank 
was not negligent, the checks were not 
introduced in evidence, and defendant 
did not avail itself of this means of 
sustaining its burden of showing due 
care.” 

The record indicated that two of the 
checks were in the hands of the Dis- 
trict Attorney and that the bank had 
made no effort to produce them other 
than to call on the plaintiff to produce 
them. The possibility that the book- 
keeper may have destroyed some or all 
of the checks did not render inappli- 
cable the rule that the bank, having 
made payments on the basis of the 
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older checks was responsible for af- 
firmatively showing that the loss was 
not caused by its negligence. 

Pacific Coast Cheese v. First Na- 
tional Bank, 286 P. 2d 353 (1955). 
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Bank Examiners’ Reports 
as Privileged Documents 

A limited access to the reports of 
national bank examiners is available 
to a surety indemnifying a _ bank 
against misconduct of its employees. 
This ruling was made recently by the 
United States Court of Appeals, Fifth 
Circuit (Alabama), after a_ bank 
brought suit against its surety for 
$100,000 for the alleged breach of a 
bond that indemnified the bank. 

The surety claimed that if certain 
documents were made available, they 
would show that the bank through its 
officers and directors had knowledge 
of the dishonest acts of its employee, 
and had failed to give the surety re- 
quired written proof of loss within six 
months of discovery. 

The bank’s president declined to 
produce the comptroller of the cur- 
rency correspondence, and the bank 
examiner’s reports, on the ground that 
he had been instructed by letter from 
the acting comptroller of the currency 
not to produce them because the docu- 
ments were privileged. 

The acting secretary of the treasury 
then filed an Assertion of Interest and 
Claim of Privilege reading in part as 
follows: “It has always been the posi- 
tion of the Office of the Comptroller 
of the Currency that reports of ex- 
amination of national banks and re- 
lated .correspondence and papers are 
confidential documents of the Treas- 
ury Department. It would be contrary 
to long established policy to make the 
reports public for any purpose other 
than enforcement of the National Bank 
Act, as amended, and cognate stat- 
utes.” 

The District Court, being unable to 
find as a fact that the information 
sought was of such a confidential 
nature that its disclosure would be 
inimical to the public interest granted 
the surety’s motion to produce, order- 
ing that the bank’s suit would be dis- 
missed unless the documents were pro- 
duced within thirty days. 

On the appeal, however, the Circuit 
Court altered the order and pointed 
out that claim of privilege would be 
irretrievably breached and _ beyond 
protection of the Appellate Court if 
any matter inimical to the public in- 
terest was made public. That court 
was of the opinion that the order to 
produce was in such broad terms as to 
require reversal because there was no 
necessity for requiring production 0! 
the identity of informants, informa- 
tion about customers of the bank, their 
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financial affairs, and the status of 
their loans from the bank, and various 
other matters not pertinent to the 
defense of the bank’s suit. 

The Circuit Court ordered the 
surety to prepare detailed written re- 
quests to the bank president, calling 
on him to produce or attach duly 
authenticated copies of such parts only 
of the documents as would be pertinent 
to the defense of the suit. Then if the 
surety demanded more than the secre- 
tary of the treasury was willing to 
furnish without claiming a privilege, 
it would be for the Court to rule upon 
the validity of any such claim. 

Overby v. United States Fidelity 
and Guaranty Co., 224 F.2d 158 
(1955). 
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Survivor’s Account 

A bank of deposit has no authority 
to disburse credits in a checking ac- 
count without the order of the de- 
positor. Can a bank, then, have any 
authority to substitute one party for 
another as the joint owner of a savings 
account and then disburse credits to 
the administratrix of the deceased 
joint owner? A district Court of Ap- 
peal in California recently ruled that 
a bank did not have such authority. 


The decedent depositor in the case, 
one Manuel, was survived by Maria, 
his widow, then two daughters and 
his two sons by a former wife. His 
daughter Mamie was appointed special 
administratrix and a few days after 
she qualified, the bank turned over to 
her the balance in the account of 
$5,000. She placed the money in her 
account as administratrix and then 
expended much of it for funeral ex- 
penses and the like. 

When the decedent’s will was pro- 
bated, his son John was named ex- 
ecutor. John had been the co-owner 
of the savings account in question, 
but prior to his father’s death his 
name was stricken off and his step- 
mother’s name, Maria, was added to 
the account, shortcutting the savings 
account provisions of the bank. But 
since this was accomplished by an of- 
ficer of the bank with the consent and 
direction of Manuel, the father, it was 
accorded full validity. 

The court stated that under the Cali- 
fornia statute two presumptions were 
set up: First, that a deposit in the 
names of the depositor and another 
person in form to be paid to “either 
or the survivor of them” becomes the 
property of such persons as _ joint 
tenants. This presumption is not con- 
clusive and may be overcome by proof 
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that the owner depositor when making 
the deposit had no intention to create 
a true joint tenancy. 

The second presumption, that in the 
absence of fraud or undue influence it 
was the intention of the depositors t 
vest title in the survivor, is, however, 
conclusive. The second presumption 
did not apply in respect to the money 
which was drawn by either of the de- 
positors during life, even if one of th 
depositors had subsequently died. 

Consequently the change from John 
to Maria left no rights in John, anc 
the court found that neither the bank 
nor the personal representative of the 
deceased could claim the right of John. 
Therefore, on the death of Manuel, 
Maria, contrary to the holding of the 
lower court, became the sole owner of 
the balance in the account. 

The bank defended on the ground of 
Maria’s delay in starting a suit for the 
fund. The court found that she had a 
right to bring it at any time within 
the statute of limitations, and she was 
well within that period. 

Maria was therefore given judgment 
against both the bank and Mamie. 

Medeiros v. Cotta, 986 P. 2d 546 
(1955). 


SAVINGS AND 
HOME FINANCING 


CONTINUED FROM PAGE 33 


policies as to the type of obligations 
to be offered in the money market and 
the selling procedures used. Finally, 
it was recommended that a committee 
of savings and loan executives be ap- 
pointed to make a thorough study of 
the Federal Home Loan Bank System, 
in cooperation with the Bank Board 
and the presidents of the Home Loan 
Banks. The Executive Committee of 
the U.S. League concurred in this 
suggestion. 

“The various Government agencies 
that have cooperated to prevent infla- 
tion are keeping a close watch on the 
effect of the moderate restraints that 


| have been imposed,” Albert M. Cole, 





Administrator, Housing and Home 
Finance Agency, assured the conven- 
tion delegates. “Credit controls will 
be adjusted the moment the Govern- 
ment is persuaded the danger of infla- 
tion has receded. We will not slip off 
the road into the swamps of reces- 
sion.” 

Among the elements in the housing 
credit structure touched upon by Mr. 
Cole was that of “mortgage ware- 
housing,” whereby institutional lend- 
ers make use of short-term bank loans 
to enlarge their mortgage portfolios 
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Nineteen hundred fifty-five years ago, Wise 
Men of the Orient brought gold to the Infant 
King of Kings on His birthday. 

In present times, bankers, the custodians of 
wealth, must do likewise, for bankers have an 
interest in keeping Christ in Christmas. 

What is this interest? 

Banks function for the benefit of society. 
They are storehouses of wealth which, when 
properly administered, vitalize the affairs of 
individuals, of business firms, of cities, states 
and nations. Banks are guardians of deposited 
funds: money to be invested wisely and well for 
the common good. 

Therefore, banks must be wise and just 
administrators, operating according to Christian 
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and a holy Christmas, 


The Continental Bank 
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ethics, for society needs them and their resources 
to help defend our way of life. 

“Those who handle money must be deeply 
conscious of their responsibility, deeply rooted 
in the spirit of honesty in order to guard against 
temptations from within themselves as well as 
from without.” (Pius XII). 

Banks can discharge their proper functions 
only if Christian principles are the basis for their 
dealings; and Christian principles can motivate 
banks only if bankers fulfill their duties to the 
King of Kings. 

If banks do this, then will echo with meaning 
for them from the crib at Bethlehem the words 
of Christ directed to the good administrator: 
“Because thou hast been faithful over a few 
things, I will set thee over many.” (Matt. 25:21). 








in advance of receiving normally pre- 
dictable funds earmarked for mort- 
gage purchases. “Any substantial cur- 
tailment of mortgage warehousing 
might tighten credit to a_ serious 
degree and cut home building down to 
a level lower than the rate of 1.2 mil- 
lion or more a year which we believe 
can be maintained during the months 
ahead without having an inflationary 
influence on the economy,” Adminis- 
trator Cole asserted. “I want to ex- 
press my firm belief that mortgage 
warehousing within balanced limits is 
a desirable and necessary credit in- 
strument.” 

Use of qualitative controls by the 
FHA and VA, rather than relying on 
other measures, was suggested by 
Edward E. Edwards, professor of 
finance at the Indiana University 
School of Business. He asked: “If we 
are concerned as a matter of national 
policy with the rapidly mounting debt 
on homes, and are afraid of a subse- 
quent period of liquidation and fore- 
closure, why doesn’t the FHA and VA 
tighten up on their appraisals, and 
their standards of design, construction 
and location? Why leave control to a 
tight money market, in which there is 
little assurance that funds will flow 





either to the better credit risk or in 
the direction of better designed, bet- 
ter located and better constructed 
houses ?” 


Voluntary Credit Program 

The Voluntary Home Mortgage 
Credit Program, established to chan- 
nel private mortgage funds to minor- 
ity groups and smaller communities, 
has resulted in the placing of nearly 
7,000 or $50 million of FHA and VA 
home loans with lending institutions 
in the first few months of operation. 

In reporting this progress, Arthur 
W. Viner, executive secretary, said 
that it was proof that further federal 
intervention into the home mortgage 
market was “unnecessary.” 

The success of the program, he 
added, is even more remarkable in 
that the loans placed are of the sort 
that private lenders were not even 
making a year ago when mortgage 
money was relatively plentiful. 

“Tf it had not been for the program, 
the government would have made these 
loans, or they would have gone un- 
made,” Mr. Viner continued. “For an 
experiment that many thought could 
never work, the above is quite a rec- 
ord,” he pointed out. 
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However, he urged greater partici. 
pation in the Voluntary Home Mort- 
gage Credit Program by savings and 
loan associations. “If each association 
made just one loan a year under the 


program,” he _ said, “that would 
amount, on the basis of our average 
loan, to more than $40 million of loan; 
annually. 

“All of you,” he asserted, “have a 
stake in preventing the spread of gov 
ernment intervention into your field.” 


Savings 

On the savings outlook, Leo Cherne, 
executive director of the Research 
Institute of America, took issue with 
the Staff of the Joint Congressional 
Committee on the Economic Report. 
He noted that the Congressional Staff 
expects consumer spending to sky- 
rocket more than 50 per cent in the 
decade ahead, with annual savings 
dipping from an average seven to 
eight per cent of disposable income in 
recent years to six per cent in 1965. 

To the contrary, Mr. Cherne believes 
that rising incomes may well bring a 
rise in savings. “Traditionally,” he 
said, “consumers going into higher 
brackets take some time to adjust 
their spending to new and higher 
levels.” Favoring higher savings will 
be the fact that the heaviest spenders, 
the number of people between 20 and 
44, will increase by about three mil- 
lion in the next years, he stated. At 
the same time, he pointed out, the 
total number of people between 45 
and 64, whose spending rate is lower, 
will go up by about five and one-half 
million. 

Mr. Cherne warned, however, that 
competition for the consumer’s money 
in the next ten years will be far great- 
er than in the past ten. New products, 
he said, will tempt consumers to spend 
rather than to save. 

Also brought to the attention of the 
convention were a number of newly 
developed facts from a Consumer Sur- 
vey on Savings Habits. These were 
presented by Robert P. Perrin, man- 


| ager of the advertising division, Chi- 
| cago, and advertising manager of the 


United States 
League. 
Approximately 4,700 families were 
interviewed during the survey project, 
which was conducted by the A. J. Wood 
Company of Philadelphia. The com- 
plete results of the survey are now 


Savings and Loan 


| being readied for publication and will 


soon be forwarded to all League mem- 
ber managers. 

Some of the results reported by Mr. 
Perrin follow: 

That a full 84 per cent of savings 
and loan savers are married, and that 
64 per cent are parents. 

That women are the family treasur- 
ers in the lower income group, but as 
family income and savings increas 
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the male saver takes over. Overall, 41 
per cent of the time it is the wife who 
makes the trip to an association to add 
money to the family’s savings account. 

That the great mass market, offer- 
ing associations the biggest opportu- 
nity to attract new accounts, is among 
persons with savings of $2,000 or less 
and that this group makes up 65 per 
cent of the available market. 


Home Improvement Loans 
The results of a survey on conven- 
tional and Title I FHA home improve- 
ment loans made by the association’s 
Property Improvement Loan Commit- 
tee was presented to the convention by 
the committee’s Chairman Otto L. 
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Preisler, executive vice-president, 
Home Federal Savings and Loan Asso- 
ciation, Chicago. 

Results of the survey, involving a 
poll of some 50 representative associa- 
tions, showed a growing popularity of 
the conventional loan. The survey 
showed that while FHA Title I lending 
constituted 93 per cent of total prop- 
erty improvement loans in the first 
year of its operation, today FHA lend- 
ing comprises only 67.8 per cent. Con- 
versely, for the same period, conven- 
tional loans had gone from 6.9 per cent 
to 32.2 per cent. 

The reason for the changing per- 
centages were given as: The restric- 
tions placed on FHA loans as an after- 
math of the 1954 investigation of mal- 
practices. The public is coming to pre- 
fer the greater flexibility of conven- 
tional plans, which involve less red 
tape. Longer terms, which run up to 
four and five years. The greater vari- 
ety of improvements which can be 
financed conventionally. The greater 
flexibility in customer-dealer relation- 
ships. The better net return of con- 
ventional loans. 

During the convention, the Improve- 
ment Loan Committee presented a res- 
olution suggesting four changes for 
Title I FHA loans as a means of im- 
proving the effectiveness of that pro- 
gram: 

A. Remove the existing six months’ 
occupancy provision, so that a new 
home owner could become eligible for 
a Title I loan provided the first pay- 
ment due under his note would be 60 
days or more after the date of occu- 
pancy of the new home. 

B. Provide for Class IA single-fam- 
ily dwelling Title I loans up to a maxi- 
mum of $3,500, repayable at 60 months 
at a discount rate of 4 per cent if the 
total loan exceeds $2,500. It is be- 
lieved that economic conditions war- 
rant an increase in the $2,500 limit 
established in 1934. 

C. Permit Title I loans made in con- 
nection with remodeling or moderniza- 
tion to include such appliances as are 
ordinarily included in and covered by 
a standard package mortgage loan 
program. 

D. Place FHA Title I on a more 
permanent basis, because of the un- 
certainty created among builders and 
contractors each time the Title I Act 
comes up for renewal, coupled with the 
uncertainty of lenders as to the con- 
tinuation of the Act each time the re- 
newal is considered. 


National Aid Program 

A report of the national advertising 
results achieved under the program of 
the Savings and Loan Foundation was 
presented to the convention by William 
K. Divers, the Foundation’s president. 
The Foundation is an organization of 
1,170 insured savings and loan, build- 


ing and loan, and homestead associa- 
tions “dedicated to the preservatio: 
of democracy through thrift and home 
ownership in every American commu- 
nity.” 

In his report, Mr. Divers said: 

The story about the thrift and home 
ownership program of insured Saviny's 
and loan associations had been placed 
in more than 150,000,000 copies of 
prominent national magazines in the 
past 12 months. 

Foundation-prepared advertisemenis 
carrying the message of the savings 
and loan business were appearing in 
more than 400 newspapers from coast 
to coast each month. 

That the 1956 promotional program 
would be even bigger and broader, that 
it would include television commer- 
cials, magazine advertising, and mat 
service for local newspaper advertis- 
ing by members. 

That the program would again be 
designed to educate the public on the 
benefits of thrift and home-ownership 
and to point out the advantages of 
doing business with insured savings 
and loan, building and loan, and home- 
stead associations. 


New Projects 

Among the features of the conven- 
tion was the premiere showing of the 
League’s new motion picture on thrift, 
“Yours to Keep.” It tells a warmly 
convincing story about how Poor Rich- 
ard’s Almanack inspires a_ typical 
American family to travel the road to 
financial independence. 

The picture was produced by profes- 
sional talent in Hollywood and is in 
color. It has a running time of 27 
minutes to fit the typical 30-minute 
format of today’s TV programs, and 
is equally suitable for special show- 
ings. 
tain copies of the film either by pur- 
chase or rental through the League’s 
Chicago office. 

Other new propjects discussed were: 
a new accounting manual being pre- 
pared by the League’s Accounting 
Committee; a possible revision of the 
League’s Construction Loan Manual 
by the Mortgage Lending Committee; 
a study of Location Factors for Sav- 
ings and Loan Associations by the 
Management Committee; a study of 
The Government Bond Market by the 
Investment Policies Committee; and a 








Association managers may ob- § 





review of The Federal Guide, covering FF 


federal taxes, by the Accounting Com- 
mittee. 


British Guarantee Plan 

A “Tripartite Guarantee Scheme” 
that enables the building societies of 
Great Britain to make high percentage 
loans for home purchases was de- 
scribed by Francis E. Lumb, general 
manager, Bradford Building Society. 
Bradford, England. 
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The Beneficial Man is 
a Good Man to Know 


The Beneficial Man’s job is to make small loans to families 
who want extra cash for worthwhile purposes and also to help 
finance the purchase of consumer goods and services. 
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individual families successfully manage their financial 
affairs, he helps everyone in the community. 


-«+-@ BENEFICIAL loan is for a beneficial purpose. 
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An Indiana 
- Banker 
goes for 
Sort-0-Namic 


TAKE THE WORD OF R.EMMETT O’CONNOR 
He speaks from experience 


R. Emmett O'Connor, vice-president of the Old National Bank of 
Evansville, Indiana, writing in The Hoosier Banker made the follow- 


ing enthusiastic comments about Todd’s Sort-O-Namic System: 


,..the increased internal efficiency has far exceeded our 
expectations, not only in speeding up the sorting and post- 
ing operation, but in contributing to higher personnel 


morale and reducing employee turn-over.” 


Sort-O-Namic is The Todd Company’s system for imprinting, sorting 
and filing checks. 

Why not read all of Mr. O’Connor’s article and see for yourself 
what far-reaching gains can be achieved when sound banking sense 
employs a sound system to improve operations ? 

For a reprint of the whole article and additional information on 


Sort-O-Namic, simply return the coupon below. 


THE TODD COMPANY, Inc., Dept. BCH-12-55 
Rochester 3, New York 


Please send me Mr. O'Connor's article on Sort-O- 
Namic and additional information on this plan. 


Bank 
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DISTRIBUTORS THROUGHOUT THE WORLD By—— 
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The plan makes it possible for th« 
institutions to lend up to 90 per cent 
and for newer homes, up to 95 per 
cent of the valuation. The maximum 
term is 25 years. The extra risk in- 
volved is shared in equal parts by the 
government, the local housing author- 
ity for the area, and the building soci- 
ety itself under a voluntary arrange- 
ment. The plan applies to new and 
existing houses where the purchase 
price is not more than 2,500 pounds, 
or approximately $7,500. 

“At the present time,” explained Mr, 
Lumb, “the scheme has been adopted 
by more than 1,000 local authorities 
in Great Britain out of a total of about 
1,500, and by over 200 members of the 
Building Societies Association. On the 
whole, it can be said to be enjoying a 
marked success.” 

In the 13 months that figures are 
available, 14,000 advances have been 
made under the plan, the total amount 
lent being 20 million pounds or nearly 
$60 million. 

For more expensive homes there is 
also an insurance guarantee scheme 
that enables building societies to lend 
up to 90 per cent of value. The extra 
risk is carried by an insurance com- 
pany, in return for which the home 
buyer pays the insurance firm a pre- 
mium of 7% per cent of the excess ad- 
vance. 


Urban Rehabilitation 

That slum clearance is primarily a 
private enterprise operation and that, 
to be effective, it must be facilitated 
by local government, were points on 
which two speakers at the convention 
were in agreement. The speakers were 
James W. Follin, commissioner, Urban 
Renewal Administration, Housing and 
Home Finance Agency, and Paul L. 
Gereke, chairman, Housing and Urban 
Rehabilitation Committee, and presi- 
dent, Concordia Savings and Loan As- 
sociation, Chicago. 

“While experience has taught that 
public authorities and public funds 
must be used to destroy a slum,” said 
Mr. Gereke, speaking for his commit- 
tee, “it has also shown that private 
capital and private management must 
do the major job of rebuilding. Pub- 
lic housing is not the answer. It does 
not clear slums and two-thirds of all 
public housing has been built on land 
that was previously vacant. Public 
housing is merely high-cost housing 
at low rent.” 

Any real solution to the problem 
must be essentially local in character, 
the committee found, and must provide 
a maximum local amount of local spon- 
sorship, financing and cooperation. The 
committee’s views are expressed in 
comprehensive form in a new “Slum 
Clearance and Urban Renewal Guide” 
that was approved in final form for 
publication early next year. It will 
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urge active participation by savings 
and loan associations in the program. 

The only way to get a concerted 
effort, Mr. Follin agreed in his ad- 
dress, is for the local government to 
plan it and carry it out. This might 
involve complete rebuilding of an area, 
he said, or only rehabilitation of all 
private property, or any combination 
of clearance and rehabilitation, de- 
pending on the severity of the blight. 

What may be called for is the refi- 
nancing of properties, said Mr. Follin, 
including the retirement of present 
indebtedness and substitution of sin- 
gle amortized mortgages, to afford the 
cash required. This is everyday busi- 
ness to savings and loan associations, 
he noted. If there is a sound plan to 
be carried out in an entire neighbor- 
hood, the associations can afford to 
lend in such a neighborhood. 

If Federal aid is needed, he stated 
that the Federal Government will pay 
up to two-thirds of the net cost, and 
the community will get back its money 
through increased tax revenues in one- 
third of the time required if it goes 
it alone. 


Long-Range Forecast 

A tremendous demand for new 
homes was foreseen by Perry Prentice, 
editor of House and Home magazine, 
when the war time baby crop now 
bulging the schools hits the marriage 
market. He asserted that the country 
will soon have to build 2 million or 
more homes a year. By 1965, he esti- 
mated, there will be 36 million families 
able to pay at least $10,000 for a house, 
or 24 million more such families than 
in 1950. 

Mr. Prentice also stated that the 
best estimate as to the funds the shel- 
ter industry will need all through the 
60’s is more than $50 billion a year, of 
which $20 billion will have to be new 
money. He noted that this is more 
than the entire nation’s population 
ever saved in a year, and three times 
as much as they ever invested in all 
new corporate bond issues combined 
plus all state and local government 
bond issues combined. The problem, 
he said, is one that cannot be met un- 
less the savings and loan industry 
meets the challenge, since it is the big- 
gest and fastest growing pool of mort- 


gage money that can be tapped. 


Mr. Prentice also urged the associa- 


| tions to take the lead in helping to 
} solve other problems confronting the 


housing industry: the need for better 
land-use policies, improved community 
facilities, elimination of wasteful local 


| building codes, more fully-informed 


home 
that 


buyers, and 
vill permit 


“floor financing” 
development of a 


| trade-in system. 


Noting that most of the present and 
future problems confronting the hous- 
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Draw upon our extensive Post-To-Check experience—gained from 
the great majority of existing installations. These LeFebure 
equipped installations are averaging 38.5% departmental per- 
sonnel savings, with a lower capital investment. This means THE 
COST OF DELAY IS GREATER THAN THE COST OF IN- 
STALLATION...and the many other benefits of Post-To-Check 
are yours absolutely free. 


FOR EQUIPMENT TOO— 
Le Febure \S YOUR BEST SOURCE. 


The really complete line...forms, pockets, trays, housing...all 
especially designed for Post-To-Check and performance tested on 


the job to assure complete satisfaction. 
Le Febure 


POST-TO-CHECK 
TRAYS 


@ 5 Styles in sizes to fit your 
requirements 


@ Made of Magnesium, Alu- 
minum, or Steel 


POST-TO-CHECK 
TRAY CABINETS 


@ 20 Basic designs to fit your 
requirements 


<= 
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@ 5 types of fire protective 
insulation, or uninsulated 
® Complete visibility to all 

accounts 
@ Roller tray shelves for easy 
tray removal and return. 





Write for complete information, descriptive literature, and available show- 
ing dates for 23 minute film in color and sound which shows Post-To-Check 
at work. 


; VL 4 ele) ide) File). 


CEDAR RAPIDS, IOWA. 





REPRESENTATIVES IN MOST PRINCIPAL CITIES 





ing industry must be solved at the 
local level, he declared that because of 
this the savings and loan associations 
are in a particularly good position to 
aid in their solution. 


Housing Standards 

A five-point program designed to im- 
prove the nation’s housing and to bet- 
ter American family and community 
life was offered by the League’s Ap- 
praisal Policy and Building Practices 
Committee. Speaking for the commit- 
tee was its chairman, K. R. Vance, ex- 
ecutive vice-president and secretary 
of the Marion (Ohio) Federal Savings 
and Loan Association. 

The five-point program calls for the 
observance of “modern land planning” 
and the maintenance of “good basic 
architectural and construction stand- 
ards in order to preserve the security 


of real estate.” Its points, which 
associations were urged to follow, 
were: 


1. Assist in every way possible to 
bring about the adoption of up-to-date 
zoning ordinances or revisions for 
modern land planning. 

2. Recommend to subdividers and 
builders the use of simple, well-drawn 
protective covenants to implement ex- 
isting zoning ordinances. 

3. Establish minimum architectural 
and construction standards in keeping 
with the community or communities 
within the association’s lending area. 

4. Keep under constant study and 
review the technological changes in 
construction. 

5. Assume leadership in obtaining 
the adoption of enlightened building 
codes or revisions of existing codes, 
including the appointment of efficient, 
local staffs to administer the codes. 


Convention Summary 

Attendance at the convention set a 
new all-time high mark of 3,013 offi- 
cial delegates, surpassing the previous 
record of 2,800 established two vears 
ago when the meeting was held in 
Chicago. 

Named to succeed Mr. Edgerton as 
League president was a_ long-time 
leader in savings and loan circles, Wal- 
ter H. Dreier, who heads the $22 mil- 
lion Union Federal Savings and Loan 
Association in Evansville. Indiana. He 
has been in the savings-loan business 
since 1936, is a past president of the 
Savings and Loan League of Indiana, 
and has served two terms as a director 
of the Federal Home Loan Bank of 
Indianapolis. 

Newly-elected vice-president is Roy 
M. Marr, president, Leader Federal 
Savings and Loan Association, Mem- 
phis, Tennessee. 

Next year’s meeting, marking | 
125th anniversary of the savings ané 
loan business in the United States 
will be held in Philadelphia. 
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STURDY! STANDARD SIZES STACK 
ag DURABLE! FOR CHECKS, CEILING 
ay - DEPOSIT SLIPS HIGH! 
to PROGRAM ae *: AND OTHER BANK 
i hs RECORDS. 
CONTINUED FROM PAGE 35 
m- week on the job and a week off. 
et- it takes only a walk around the bank 
ty today to show how this has panned 
.p- out. Several of our best bookkeepers 
eS came from the high school cooperative SAVE 
‘it- program. Girls with this background —" 
eX- are seen in our installment loan de- a 
ry partment, our mortgage loan depart- 
1gs ment, and scattered throughout the 
institution. Most of the girls get a 
the promotion soon after their graduation 
ig” in June, simply because by that time 
sic they have qualified for better jobs 
nd- and better pay. 
‘ity During the senior cooperative year, 
‘ich we pay the legal minimum wage to the 
ow, trainees. Thereafter they go on our 
regular salary schedules for their jobs. 
> to It is obvious that such a girl, coming you can’t afford cardboard 
late to us direct from high school but with 
for a school year of alternate-week experi- when you can have 
ence in the bank, is able to qualify for 
and a higher level of work than would the D é x - oO i ry 
awn same girl if she had spent her entire 
ex- senior year in school. STEEL STORAGE FILES 
ural S it turns out, most of these high - y/ / 
ping school seniors decide to stay with at the same price... Or less; 
ities the bank instead of looking elsewhere. 
rea. Of the ten or a dozen that are 
; , ; each year, eig . ‘al y = 
art | duly remain as full-time employees, | Ome hond operation, tesded TODAY... more than ever... the false initial “econ- 
s lm a plo} files glide smoothly and omy” of fragile cardboard containers is a luxury you 
No one has ever tabulated the results, comy. can’t afford! NOW ... you can have Diebold steel files 
ning but our impression is that the survival at the same cost or less. In addition, Safe-T-Stak steel 
ding rate exceeds 75 per cent for the first storage files save 50% in space . . . eliminate shelving 
odes, year after graduation, and that the and replacement costs . . . increase efficiency. 
em, neha nen SS Cheese See Se Before investing money to expand your record stor- 
_ operative-student employees exceeds age area, see how much existing space can be saved 
that of comparable employees from all by Safe-T-Stak files. Many hans have avoided un- 
other hiring sources. _ necessary building expense by converting to Diebold 
set a There is no point in detailing the heat Glen 
_ offi- variants on this plan which are used Sturdy construction, _ inter- ' 
vious in some of our branches’ arrangements pe Bl ge me oe Diebold representatives are experienced in planning 
rears with their local high schools. One, in drawers from tipping. record storage facilities for maximum efficiency at 
id in a district where the high schools 2 lowest possible equipment, time and space costs. With- 
‘ <i out charge, these additional services are furnished with 
operate two daily shifts, provides a each order for 100 or more Safe-T-Stak files: 
bn as group of students who work every : Sins Section 
ae oe Record Managemen Manual 
> mil- work Friday nights when the bank 0 ee ee 
Loan haps "The sie. alien Wiis sian 4. Automatic Record-Destruction Plan 
stays open. ey are offerec e. op 
a. He portunity to work through the Christ- 
” ers mas holidays, at which time the extra eae ee Call your local Diebold representative or send 
T Une hands are extremely useful for the pared to cardboard contain- coupon today. 
liana, # year-end peak, and likewise during ers on shelves). 
rig f spring vacation, but the bank exerts hMimittuntwie “= ewe 
nk of Se vig to induce pon to xe are avaiable in two styles. (1) with steel Diebold. Inc. Siees 
‘e also use summer employment as glides, an with nyion 4-point glides ulberry NG., 9. E. 
s Roy a tr rsa pr induction oaied to the a sense tnimnstionen 
1 : . planned bank-record storage 
ederal & extent we find this feasible. It happens in steel files at new low prices. 
Meme that there are far more high school Bank 
Students looking for work each sum- Ile Ol eal 
g the } mer than there are available summer — Title 
rs an — jobs. So we pick out the most promis- ae 
‘tates: Bing alia from among the com- * 904 Mulberry Rd., 's. no City Zone State 
h mercial students with high standings, — ermree |" Be aaastplenmidniss bikseaiediesinatieammialoianin 
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and then put them in jobs that give 
them a taste of bank operations. Often 
we find some of these summer employ- 
ees turning up among our cooperative 
group in the autumn. Also, a fair pro- 
portion of the youngsters who work 
for us in the summer following their 
junior year at high school come back 
the following summer for permanent 
employment. Again, there are no sta- 
tistics, but our personnel department 
estimates that 20 per cent of these 
temporary employees join the perma- 
nent staff a year later. 

Recruitment of routine clerical per- 
sonnel is an acute and present prob- 
lem, but the developing of suitable of- 
ficer material may in the long run 
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prove to be of even greater signifi- 
cance. 

Recently the educational founda- 
tion of the New York State Bankers 
Association circulated among its mem- 
bers the results of a student opinion 
poll taken among high school students 
about their occupational futures. More 
than 75 per cent of both boys and girls 
wanted to go to college, but only about 
half of these expected to be financially 
able to go. These youngsters indicated 
an amazing inclination as to the col- 
lege courses they wished. Of the boys, 
about 12 per cent indicated a business 
course, whereas 21 per cent of the 
girls chose business. Three times as 
many boys selected engineering and 
science as selected business. Another 
question listed 26 specific lines of busi- 
ness and professions for an indication 
of preference. In this section, “banker, 
banking” ranked in twenty-sixth 
place, with only 1% of 1 per cent of all 
boys picking our industry as a career, 
and % of 1 per cent of all girls. 

Our bank’s college scholarship pro- 
gram was worked out and operating 
before ever we saw the figures from 
that questionaire. But its statistics 
confirm our impression that if we 
want to be adequately staffed in fu- 
ture with men and women competent 
to meet the problems of bank manage- 
ment on the level of professional 
standing which is certain to become 
imperative in our changing world, we 
had better take positive steps to assure 
ourselves a supply of such people. 


HREE years ago we developed a 

program for exactly this pur- 
pose. In cooperation with Adelphi Col- 
lege in our neighboring community 
of Garden City, we worked out an ar- 
rangement to provide college scholar- 
ships for desirable individuals who 
take courses at the college leading to 
training that fits directly into bank- 
ing. The scholarship students can ma- 
jor in economics, accounting, business 
administration, and related courses. 

After preliminary screening by con- 
sultations between high schools and 
our personnel department, promising 
candidates go before our personnel 
committee for interview. The ideal 
applicant has a high school record in 
the top 10 per cent of his graduating 
class, a burning ambition to go on to 
college but insufficient finances avail- 
able for the purpose, a good person- 
ality, and a mental bent toward some 
line of work that fits into banking. 
Most of those selected will be men, but 
we are entirely willing to enroll an 
occasional young woman. 

Under the arrangement, the ap- 
proved applicant goes to work in the 
bank immediately after graduation 
from high school and works here for 
12 weeks. For this service, we compen- 
sate him by paying him about $180 


in cash, pay the balance of his ac- 
cumulated earnings on his tuition at 
Adelphi College, and make a contr. 
bution to the college of a sum thst 
brings the total to $600 for full tui- 
tion. If he wishes to work in the bank 
during Christmas and Easter vac: 
tions, his job is open to him. The 
total cost to the bank is somewhat in 
excess of the standard salary rate for 
the work performed, but the differen- 
tial is not more than 20 per cent. 


ACH successive year of the four- 

year undergraduate course, the 
student works for the bank in the sum- 
mer, and because he lives at home is 
able to go to school on the proceeds of 
his labors. The bank has no strings on 
his future career, and he is under no 
obligation to apply for employment 
here when he gets his degree. How- 
ever, he knows that a job is waiting 
for him here if he wants it. We made 
up our minds to that at the time we 
selected him for the scholarship. Also 
—this is of maximum importance— 
because of the experience he has 
gained during those years, we are 
able to pay him a salary on graduation 
comparable with what other industries 
bid for college men. 

This plan has been operating for a 
little over two years. At present we 
have scholarship students in the jun- 
ior, sophomore, and freshmen classes 
at Adelphi. Until today’s juniors grad- 
uate, we shall not know for sure how } 
well it will turn out in terms of pro- 
viding us with the officer material for 
which the plan was devised. However, 
we are confident that it will work out 
with full satisfaction to the bank. 

Thus far, we have sent classes of 
two, two, and three students to 
Adelphi. The present sophomore class 
has shrunk to one because one student 
suffered a health breakdown. Of the 
surviving six, all worked at the bank 
this past summer and all seemed satis- 
fied with their work. 

One day during the summer I 
walked through the bank and tallied 
off the scholarship students on my 
fingers as I came to them. A freshman 
—the only girl in the half dozen—was 
sorting checks in bookkeeping. Anoth- 
er freshman was checking machine 
tapes for differences in the transit 
department. The third freshman was 
working in mortgage origination. The 
sophomore was in a main lobby cage 
assisting a teller. One junior was 
doing a record-keeping job in install- 
ment loans. The other junior was not 
in sight; he was at our Elmont office 
getting acquainted with operations. 

These were not all-summer assign- 
ments for these young people. There 
are no all-summer assignments, be 
cause we keep them moving around. 
We consider our college scholarship 
group as very junior trainees for offi- 
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cers jobs. We therefore make a point 
of shifting often enough so that dur- 
ing their somewhat more than one 
year of actual bank experience prior 
to graduation each one will work on at 
least one job in every department. We 
want each college trainee to have a 
bird’s eye view of the bank’s opera- 
tions, in hopes that one or more of 
these functions will catch his interest 
sufficiently to become his target for 
his after-graduation employment. We 
want those who stay with the bank to 
understand the flow of work and the 
intermeshing of all our departments. 

The more thoroughly we accomplish 
this with each scholarship trainee, the 
more direct good he will get from his 
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college courses as an asset for his fu- 
ture career in the bank. As anyone 
knows who has attended college, much 
of the knowledge to which a student is 
exposed reaches him in an intellectual 
vacuum that exists because of his lack 
of actual experience with the things 
he is learning about. Certainly it 
works out that way with, say, eco- 
nomics. Few undergraduates have had 
much business experience. Consequent- 
ly they have no first-hand knowledge 
with which to bridge over mentally 
from the abstractions of economic 
theory to the practical applications of 
those theories. 

Even the professor’s examples of 
duplicated milk routes or inaccessible 
gold mines tend to go in one ear and 
out the other, for the youngsters never 
dealt in dairy products or superin- 
tended a mining operation. A college 
course in money and banking, similar- 
ly, has far less down-to-earth utility 
for such a student than it has for a 
student who has worked in a bank and 
gained the feel of what the course is 
all about. 


E feel sure—and the college 

faculty backs us—that our schol- 
arship students are getting a great 
deal more solid meat from their busi- 
ness courses because of their bank 
employment. If we are right, then our 
scholarship trainees should emerge 
far better grounded in business and 
economic theory than their fellow stu- 
dents of equal ability who lack busi- 


ness experience to use as a frame «f 
reference. 

It works to our advantage on the 
other side of the fence, too. A grevn 
employee who is given a task to per- 
form in an operating department mxy 
perhaps not do it faster or more ac- 
curately by reason of his college work. 
But if he has studied the theory of 
banking at college, it will be much 
easier for him to grasp how that pxr- 
ticular operation fits into the jigsaw 
puzzle of miscellaneous jobs that he 
has to solve before he can qualify as 
an officer. It is working out that way 
for us. 

We recognize that two years experi. 
ence with a four-year plan is not con- 
clusive. It is possible, though we do 
not think probable, that this project 
might take a disappointing turn. As 
yet we foresee no snags ahead. 

The excess of cost to us beyond the 
market value of the work performed 
by the trainees is a small sum to risk 
in proportion to what the bank stands 
to gain in the long pull. On the basis 
of our admittedly limited experience 
to date with the college scholarship 
plan, we are greatly encouraged. 

The half-dozen youngsters now en- 
rolled in this program are doing out- 
standing work both at college and in 
the bank. They show every indication 
of strong personal interest in banking 
as a career. We are guessing that 
many or most of them will remain 
with us to become our managing offi- 
cers of the future. 


BOOKKEEPING OPERATION 


CONTINUED FROM PAGE 36 
assistant manager and a head book- 
keeper. It may well be noted in pass- 
ing that this group, in addition to 
their supervisory duties, also handles 
all contacts with customers on items 
relating to their accounts. The de- 
partment is operating with 12 book- 
keepers and five assistant bookkeepers. 
These are under the direct supervi- 
sion of two section leaders. 

With this staff, we are handling in 
excess of 17,000 accounts. This repre- 
sents an increase of some 3,000 ac- 
counts that have come to us in the past 
four years, since the change-over. 

The work flow in our bookkeeping 
department today follows what might 
be called a straight-line procedure. 
All deposits, including those received 
by mail, are routed first to the analysis 
department. This is an essential step 
in our operation. It is due to the large 
volume of checks drawn on non-par 
banks in our area and dovetails with 
the program of full account analysis 


in determining our service charges. 

From analysis, the work goes to the 
proof department. As _ it passes 
through, clearing and transit items 
are routed to those departments, with 
bookkeeping items sorted to the indi- 
vidual ledger pockets of the proof ma- 
chines. 

Periodically during the day, the 
checks thus sorted to the individual 
ledger pockets, together with the ac- 
companying lists and totals, are deliv- 
ered to a special group, our assistant 
bookkeepers. In our case, we find it 
advantageous to have the assistant 
bookkeepers relist and verify the proof 
totals. This is a vital part of our 
training program, and while at first 
glance it may appear an unnecessary 
step, we have found it an exceptionally 
practical one in reducing and localiz- 
ing errors. 

Following the verification of proof, 
items are fine-sorted by the assistant 
bookkeepers and delivered to the !ed- 
ger bookkeepers for account posting. 
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The work then progresses through 
statements to microfilming, where all 
on us checks are photographed. After 
microfilming, checks are canceled and 
sent to the files. 

Along the way, as the new operation 
brought a reduction in overtime, which 
it did from the beginning, and as the 
staff situation became more stable, we 
inaugurated a revised training pro- 
gram. This was in late 1953. We think 
it is unique, in that it is thoroughly 
practical and particularly because it is 
an integral part of our day-to-day op- 
eration. The young women who come 
to work for the bank under the pro- 
gram are never called trainees. They 
are called assistant bookkeepers and 
their work becomes a part of the book- 
keeping operation from the beginning. 
They are all high school graduates. 
Part of them come direct from school 
and part of them have had some busi- 
ness training before coming to the 
bank. As a result of this program, we 
never hire bookkeepers. We hire as- 
sistant bookkeepers. Their function is 
covered above. 


EXT in line of development was 

our salary administration pro- 
gram. This went into effect in all offices 
in February, 1954, after a brief try- 
out at Columbia. It applies to the book- 
keeping department but also goes be- 
yond that to include all members of the 
bank’s staff below officer rank. 

Our first step in developing the pro- 
gram was to make an analysis of all 
jobs to be covered and to put this in 
written form in a Job Classification 


Manual. This not only outlines the | 


nature of each job but details the con- 
tent to the extent that each job is 
given its own special identity. It cov- 
ers a total of some 60 bank jobs. 

The next step was the preparation 
of a salary table that lists the rates for 
each of the jobs described in the man- 
ual. The table begins with the rates 
for those employed with “no expe- 
rience,” covers those employed “with 
experience,” and goes on to provide in- 
centive to staff members by listing in- 
creases that can be earned, even with- 
out promotions, in their work for the 
bank. This plan was reviewed by Pres- 
ident John A. Campbell, Jr., and adopt- 
ed by the bank’s board of directors. 

As part of the program, and to in- 
sure uniform procedure, we prepared 


a “Performance and Salary Rating” | 
(orm to be used by all offices in report- | 


ing the progress of individuals. This 
form provides space for present sal- 
commendation, supervisor’s rat- 
Ing, comment, and a review by the 
personnel officer. To supplement the 
performance rating, we supplied su- 


| Pervisors with a complete rating guide 
on an A-B-C-D-E basis for each of the 


performance” and “personal” factors 


December. 1955 






Bring your hank 
to the man in the street 


LAMSON 
ARTUBES: 


A Lamson Airtube System provides an actual physical exten- 
sion of your banking facilities to any island booth in a parking 
area, or to any curb-side teller’s cage. 

In general practice Airtube lines connect cages with cen- 
tral banking areas. Material such as loan payments, savings 
books, or checks for signature verification is placed in the 
Airtube carrier and whisked to the proper department at 30 
feet per second. Airtube service between cages and depart- 
ments enables customers in cars to obtain every normal 
banking service with maximum convenience. 




















Discover how a simple Lamson Airtube 
System can save you time, manpower and 
money. MAIL THIS COUPON TODAY! 
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\ \WSSS Lamson Corporation 


3532 Lamson Street, Syracuse 1, N. Y. 
Plants in Syracuse 








Please send me a free copy of “On Target” which 
will give me complete information on Lamson 
Airtube Systems. 
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used in the performance report. This 
shows A as the top rating, C as aver- 
age, and E as the lowest. These desig- 
nations are used in rating the per- 
formance factors of: quality of out- 
put, knowledge of job, application and 
cooperation, and the personal factors 
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Finger-tip Moistener 





HANDLE PAPERS EASY 
TRY FREE SAMPLE 
TACKY-FINGER 


Greaseless, odorless, hygroscopic 
substance. Applied to fingers 
makes collating, handling of 
papers, invoices, money, 
foolproof. One application lasts 
long, but will wash off easily. 


Harmless, non-irritating, works 
by absorbing moisture from the 
air. Three months’ supply only 
50c retail. Try Tacky-Finger 
at our expense now. 


CLIP AND SEND THIS COUPON 
FOR FREE SAMPLE. 
SERB RB BER ER ERE 
@ Evans Specialty Co., Inc.—1021 Evans Bidg. 
@ 1800 E. Grace, Richmond 23, Va. 


Please send FREE SAMPLE of 
@ # Tacky-Finger. I want to see how it 
x makes all paper handling easy. 


@ Address 
BEEBE RBERE REE 














Enduring Bronze 


BANK SIGNS 


Desk Plates @ Bulletin Boards 
Finest Quality — Lowest Prices 
Write for FREE Catalog 
Architectural Bronze Corp. 
2336 W. Belmont, Chicago 18 
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REALTY INVESTMENTS 
565 FIFTH AVENUE + NEW YORK 17,N. Y. 














WHY PASS UP EXTRA COMMISSIONS? 
Leading passbook manufacturer now has 
several territories open for aggressive 
men calling on banks to sell all types of 


passbooks and pocket check covers. Com- 
mission basis. 


WILLIAM EXLINE INC. 
ONTARIO BLDG. « CLEVELAND 13, OHIO 
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of: initiative, resourcefulness, leader- 
ship, appearance, punctuality and at- 
tendance. 

With the installation of the salary 
administration program as a central 
office procedure, the preparation and 
submitting of the performance reports 
became a matter of established policy. 
These reports are to be filed annually, 
or oftener where indicated, with the 
personnel manager. After they have 
served their purpose, they become a 
part of each staff member’s record 
with the bank. 

Now, with the various phases of our 
program in effect and on a going basis, 
the reader may well ask what the re- 
sults have been. Our answer is that 
we have benefited from each step as it 
was taken. The dual posting plan 
helped to reduce errors and to cut 
overtime right from the beginning. 
The simplified work flow gave us a 
smoother operation and improved pro- 
duction. The training program moved 
us another step forward. It prepared 
those who were to become bookkeepers 
to turn out bookkeeper production 


when they reached that position. Te 
salary administration program prov d- 
ed operator incentive and individval 
recognition for the work performed, 
with both the operator and the bank 
benefiting. It brought a material im- 
provement in staff morale. 

A comparison of our figures for to- 
day with those of 1951, when the whole 
program started, is rather startling, 
Where errors on customers’ accounts 
were 73 for the final month under the 
old program, for October of this year 
we had only seven, which is average. 
Where operators were putting in an 
average work week of 50 hours before, 
they are now putting in 38, and going 
home early practically every day. In- 
stead of staying with us from three to 
six months, they are now averaging 
30. We can boast of three operators 
who have been with us for four years 
and one who has been with us for 
three. 

And, currently we are posting 8,000 
to 10,000 checks and 1,800 to 2,000 de- 
posits daily with our force of 12 book- 
keepers and five assistants. 


SPEAKERS BUREAU 


CONTINUED FROM PAGE 40 


11. Planning Your Estate. The ad- 
vantages of creating an overall estate 
plan for the family, the steps to follow 
in arranging the plan, and the prob- 
lems to consider. Among the topics 
highlighted are: the disposition of 
property at death; the place of insur- 
ance trusts and a will in the make-up 
of the estate plan; the effect of estate 
and inheritance taxes. 

12. Bank Operations. Designed for 
banking groups, the scope of this talk 
can be adjusted to the particular in- 
terest of the audience, and extend 


| from 30 minutes to an hour. It covers 


the complexities of modern day bank 


operations. 


13. Bank Portfolio Management. 


| Also for bankers, a 30-45 minute dis- 
| cussion on investing and supervising 
_ the bond account so that it will per- 
| form its dual function of providing 


adequate return while maintaining 
flexibility. The relative advantages of 
various types of bonds, and maturity 


| spacing, are among the factors cov- 
| ered. 





14. The What and How of Public 
Relations. Suitable for banking or in- 
dustry groups, a half-hour outline of 
public relations fundamentals, with 
emphasis on the “how” of an active 
continuing program. 

15. Serve By Selling. This 45-60 
minute illustrated talk, gives sugges- 
tions on the development of sales 


ability among bank personnel and the 
art of direct selling. Suitable for bank- 
ing groups and banking schools, it 
includes specific tips on approach, 
demonstration and close; on how to 
convert intangible services to a tan- 
gible “product”; and how to guide 
the sales interview. 

16. Overcoming Sales Objections. A 
follow-up on the preceding talk, this 
discussion deals with the six basic 
objections that sales prospects raise. 
With amusing illustrations, the lecture 
helps the salesman cope with dis- 
interest, excuses, and a flat “‘no.” The 
talk may also be accompanied by a 
35-minute movie. 

17. Building a Business Develop- 
ment Program. This is particularl 
suitable for bank directors, officers 
and employees. It deals with the im- 
portant aspects of staff education and— 
training, indoctrination, customer re- 
lations, and incentive and recognition 
as spurs to business development per- 
formance. 

18. Building a Personnel Program 


Either for banking groups or it 
dustry, this 30-45 minute lectur 
covers the need for a_ personne 


department, and includes suggestions 
on a constructive approach by 
sonnel administrators toward 
agement and employees. Specific em: 
phasis is placed on three phases of : 
program: policies and _ procedures, 
records, and employee welfare. 
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“Those checks will have cleared by morning 
because National Bank of Detroit 
works all night.” 


NATIONAL BANK 


OF DETROIT 
More Friends Because We Help More People 


Member Federal Deposit Insurance Corporation 
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